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Commercial Aviation 
and the Hardware 
Man 


OMMERCIAL _ aviation 
has brought the possibility 
of avaition equipment and ac- 
cessories being handled by 
hardware dealers. Whether you 
sell builders hardware or not, 
read “Aviation Brings a De- 
mand for Hardware”’—page 46 
—and if you do sell builders’ 
hardware, it will be of especial 
interest and value to you. 
Merchants who are interested 
in their community roads will 
find a thorough reading of 
“Good Roads Mean Good Busi- 
ness’—page 50—of practical 
use. A workable plan for ex- 
tending credit to retail custom- 
ers 1s presented by an Ohio 
dealer. The monthly Cutlery 
Department is included in this 
issue and as usual gives many 
merchandising suggestions for 
the many items in the cutlery 


field. 


What Our Readers Say 


I take pleasure in telling you that 

I read the Harpware AcE and find 

it to be very helpful in our business. 

It has so many good suggestions 

and experiences of other successful 

merchants. Hoping it will continue 

the same and I don’t miss an issue. 

I remain one of your many 

boosters. : 
(Signed) Gro. R. Newsy, 

Branch Manager 
BuntTING HaArpware Co. 
Kansas City, Kan. 
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How Local zs 
National Advertising? 


Branch Offices: 


Wrigley Bldg. 
Chicago 
5 Winthrop Square 
Boston 
753 Bonnie Brac 
Los Angeles 
222 pongtonts Bldg. 
San Francisco 
1138 Hanna Bldg. 
Cleveland 
101 Marietta Street 
Adanta 


11-250 General Motors Bldg. 
Detroit 


st nei advertising, big figures, large advertising budgets, are all 
well and good—but the thing for you as a retailer to decide is how 
much of that national advertising affects you in your city. 


Does it go into the homes of most of the people you want to sell? 


The dealer who sells products advertised in the American Weekly is 
assured of concentrated local circulation that has a direct bearing on 
his sales — circulation that directly influences his customers in his city. 


For example: There are 10,997 families in Stockton, California, of 
whom 9,223 buy The American Weekly. Of the 6,768 families in New 
London, Connecticut, 5,308 buy The American Weekly. 11,513 out 
of 17,877 families in Gary, Indiana, buy The American Weekly. Over 
85% of the families in Omaha, Nebraska buy it, 61% in Providence, 
R. I, 69% in Everett, Washington, and 83% in San Antonio, Texas. 
The list is endless. The 5,646,898 readers of The American Weekly 
are grouped to the dealer’s advantage in every worthwhile trading area 
in the United States. 


What is The American Weekly ? 


The American Weekly is the magazine distributed through the sixteen 
great Hearst Sunday newspapers circulating from these centers — 
Atlanta, Baltimore, Boston, Chicago, Detroit, Los Angles, Milwaukee, 
New York, Omaha, Pittsburgh, Rochester, Syracuse, San Antonio, San 
Francisco, Seattle, Washington —blanketing the buying power of 
America! 


The next time a manufacturer's representative talks advertising ask him 
to show you how many homes in your city his advertising appeals to! 


Remember this: If The American Weekly is on the list, you are assured 
of the greatest advertising force in America—a force that embraces 
America’s largest national advertisers — from soaps to automobiles, 
from foods to clothing—a national medium with powerful /ocal sales 
influence—a force that moves goods from your store! 


THE AMERICAN 
== A \W/EEKLY 


Main Office: 9 East 40th Street, New York City 

















© 1928, by The American Weekly 
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DE % WIND 


By Llew S. Soule 











Putting Price in Its Place 


HAT the hardware industry needs more than any 

one thing at this time is salesmanship; the actual 

selling of profitable merchandise on a basis of 
value. 


As one successful merchant aptly expresses it: “There 
is too much buying, and not enough selling.” People 
come into stores and buy articles which seem to them to 
be adequate for their purpose. Ninety per cent of them 


. do not know what they should buy, or why, and they get 


mighty little help from those from whom they have a 
right to expect help. 


Naturally they are influenced by price, because cer- 
tain types of merchandisers have systematically ‘taught 
them price. Under such conditions is it at all strange 
that so many people patronize stores which feature va- 
riety and price? 

The urge to buy any article is first brought about by 
some need—real or fancied—on the part of the pros- 
pective buyer. He wants the article for some specific 
purpose. In the natural course of events, price is a 
secondary factor. It comes up for consideration after 
the desire for the article has reached the stage where a 
purchase is seriously contemplated. The main fault of 
the average independent merchant is that he allows price 
to become the dominant factor, when he establishes con- 
tact with the prospective customer. He seems to lose 
sight of the customer’s real reason for coming to the 
store—the need or desire for some article which will do 
a certain thing in a satisfactory manner and continue 
to do that certain thing satisfactorily whenever the need 
develops. 


Instead, all he sees is the secondary consideration, 
which is the customer’s desire to get that article at the 
best price obtainable. And so, he builds up a price argu- 
ment, which often fails because other merchants can and 
do show articles which seem to fill the requirements at 
lower prices. As a result he loses a profitable sale and 
the customer is cheated out of his right to obtain the best 
article for the purpose he had in mind. It isn’t fair to 
either the customer or the business. 


What is needed is more of the healthy, honest and 
profitable type of selling, a sample of which we encoun. 
tered recently. We were in a hardware store where a 
man and wife were selecting the builder’s hardware for a 


new home. The house was to cost approximately $14,- 
000, and the amount set aside for hardware was only 


$130. 


A clerk had placed samples of the cheapest hardware 
before them when the proprietor himself took a hand 
in the sale, “I see you are building a new home, Mrs. 
Jones, and a nice one. I’m sure you will enjoy it.” She 
smiled happily, and he looked down at a fine diamond 
ring on her finger. “That’s a beautiful diamond you 
have,” he said. “May I see it?” 


She held up her hand. “It’s a fine stone,” he re- 
marked, “and set in platinum, isn’t it?” She nodded. 
“That’s what makes it so beautiful,” he went on. “It 
wouldn’t look so fine if it were set in brass or iron or 
tin, would it?” “I should say not!” she replied em- 
phatically. 


“Well,” said this efficient hardware salesman, “that 
new house of yours is a good deal like that diamond. 
It’s too fine a house to be trimmed with cheap, common 
hardware. It will lose half its charm unless the hard- 
ware matches the house itself in quality, attractiveness 
and design. It will lose its appeal to you, when the cheap 
hardware tarnishes, wears off, and fails to function 
properly. Let me show you some hardware that will 
enhance the beauty and value of that new home.” He 
brought out a well made, attractiye pattern, nicely 
mounted, and quickly made his point clear. 


“But it is more than we planned on paying,” she said 
hesitantly. “Yes,” he replied, “but consider the value 
and satisfaction you will be getting. More than ninety 
per cent of that new house will never get any real wear. 
Most of the actual wear will come on the hardware you 
put into it—the locks, knobs, butts, etc. They are used 
every day. You will want something that will last with 
the rest of the house; that will retain its beauty and 
usefulness; that will allow you to keep your pride in 
that home.” “I think he is right, John,” said the woman. 
“You know how the locks in the old house bothered us.” 


He sold them over $500 worth of builders’ hard- 
ware instead of $130 worth, and they left the store 
happy. I contend that he did them a service. That his 
profit was justly earned. That in his method lies the 
secret of profitably meeting modern competition. 

Think it over. 

















HARDWARE 
Company Enters 
Fifty-first 
Year in 


PORTSMOUTH 
Ohio 


Sales Increase About Ninety Per Cent in One Department When 
Alterations Are Made, Which Draw Customers to Left Side of the 


Store. 


All Merchandise Except Cutlery and Fishing Tackle Is 


Given Open Display 


HEN the Glockner Hardware Co. was founded 

in Portsmouth, Ohio, more than fifty years ago, 

high wheel bicycles had scarcely made their bow 
and residents of the town bought river water by the 
barrel. Through the many intervening years this organi- 
zation has been controlled by a sturdy and far-seeing 
family until today it stands as a monu- 
ment to those who believed in the future 
of Portsmouth. 

Bernard Glockner came to Ports- 
mouth from Germany in 1848. For 
more than twenty years he was actively 
engaged in various occupations until in 
the early seventies he bought a retail 
hardware business. It was not the good 
fortune of this pioneer hardware man 
to live to see his early efforts bear fruit, 
for he passed away in 1876, a few years 
after he had taken over the hardware 
store. In the years that he had lived in 
Portsmouth, Bernard Glockner built for 
himself an enviable reputation and peo- 
ple from all walks of life paid tribute to 
his memory after his death. 

The management of this growing 
hardware business was turned over to 
the founder’s son, Alex M. Giockner 
and Adolph Glockner. From 1891 until about three 
years ago, Alex Glockner was in active control and, 
with the assistance of his brother, successfully directed 
the destinies of the Alex M. Glockner Hardware 
Co. Practical training in their father’s hardware store 
gave the brothers a keen sense of hardware merchandis- 
ing and fitted them to direct the management of the 
concern. 

Through practical merchandising and continuing the 
principles followed by their father, the business was 
brought to its present proportions. A new location 
was secured in 1914 and ten years later the company 





These premises were occupied by 
Alex. M. Glockner from 1914-24 


moved into its present modern home at the corner of 
Second and Chillicothe Streets. The firm occupies the 
corner store of this building, the basement and’ the two 
upper floors. 

The main sales room on the street floor is now equipped 
throughout with open top display tables and other 
modern fixtures. When the. concern 
moved into this building, the left side 


large, attractive show cases, both on the 
floor and around pillars. In a recent re- 
modeling these cases were. substituted 
with open top display tables. The com- 
pany reports that sales of merchandise 
on the left side of the store increased 
about 90 per cent after the alteration, 
due to the fact that most people go to 
the right when entering a store. The 
new equipment enticed them to the left- 
hand side as they entered, resulting in 
many additional sales. Cutlery and fish- 
ing tackle are displayed in show cases, 
the other merchandise being given open 
display. Paints, tools, shelf hardware 
and sporting goods are also displayed on 
this floor. The housefurnishing de- 
partment is on the second floor and the 
basement and third floor are used for storage of surplus 
stock. 

Following the death of Alex M. Glockner about three 
years ago, the business was incorporated as the Glockner 
Hardware Co., with Adolph Glockner as president. 
Edward A. Glockner is vice-president and Miss Helen 
M. Glockner is secretary and treasurer. With a new 
home, new equipment, new stock and new executives 
the company is constantly striving to better serve its 
many old and new customers. 

The accompanying photographs of the Glockner store 
show the remarkable contrast in its methods of today 


of the store was equipped with several 
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HE upper photo is 

that of the left side 
of the Glockner store. 
This is the section of the 
store that increased its 
sales about ninety per 
cent by the installation 
of new fittings. This in- 
viting arrangement per- 
mits the display and ac- 
cessibility of merchandise 
in a most _ effective 
manner. 


and those of a few years ago. While it may be said that 
the store did a good business in those years, the present 
modern equipment and arrangement are necessary to 
maintain the company’s business prestige in the face of 


today’s competition. That the Glockner Hardware Co. 












Here is the right 
side of the Glock- 
ner Hardware Co.’s 
store, in Ports- 
’ mouth, Ohio. The 
ARRAS wide aisles create 
an almost irresisti- 
ble desire to in- 
spect the merchan- 
dise. Contrast this 
effective arrange- 
ment with the old 
methods _ pictured 
below. 











does maintain a high place in the community is decidedly 
apparent, and their experience is typical of that of many 
other hardware merchants who realize the absolute 
necessity of adopting modern methods if they are to 
cope with modern merchandising conditions. 





| ALEX. M.GLOCKNER 


o 
v 


One of the early Glockner stores. Note tandem bicycle 











Interior of Glockner’s from 1914 to 1924 
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“On the 


Branch” 


By Saunders Norvell 


manager for a large, popular, jobbing hardware 

house. This house carried a very full and com- 
plete stock of desirable goods. They were celebrated 
for their ability to fill orders quickly and complete. 
They had a special brand of their own. The goods were 
well-packed and very attractive. It was nice to be the 
salesmanager for such a house, but their very popularity 
brought with it certain penalties. Nature has a queer 
way of always introducing the law of compensation into 
the cross currents of life. The penalty of popularity 
in this case was in the fact that the best customers of this 
house objected to the house selling anybody else. In 
every town there was one good customer, and just as 
soon as a salesman of this house walked across the 
street and sold another fellow, there was a holler from 
the good customer—that could be heard a mile! 

Now it happened to be the job of this sales manager 
to answer these hollers. So in time he knew just what 
to expect in the way of a letter. He could classify all 
these letters of objection into five or six classes. Just 
as soon as he picked up a letter of this kind and read 
the first few lines, he knew what would follow: “We are 
giving you practically all.of our business—we have been 
buying from you for years. Now if your salesman pro- 
poses to sell this low-down, blankety, blank, blank, across 
the street, you just tell him never to bring his catalog 
or his sample case into my store again. If you sell the 
other fellow then I am through and I mean it!” and so 
forth, and so forth, and so forth. 

Answering these letters from the best customers was a 
mental course in gymnastics. 


GP CE upon a time there was a man who was a sales 


* * x 


In the course of time this sales manager packed up his 
doll rags and established a house of his own. His house 
was not a large house. In the beginning he did not 
have all the advantages of his old house. This sales 
manager found out a surprising fact: Jt was easier to 
handle a large business than a small one. It actually 
took more ability to handle this small business than the 
large one. In a large business there were department 
managers and each one only handled the problems that 
come up in his department. Of course he could learn 
these problems and handling them became easy work. 

sut our sales manager found out in his small business 

that he had to handle all of the problems of all depart- 
ments, and wrestling with these problems sometimes 
made him a little dizzy. 

Time went by, as time has a habit of doing, and about 
two years after this sales manager went into business for 
himself, the man who handled claims and kicks, brought 
him one of those red-hot, sizzling letters right off the 
kitchen stove. One of those kinds of letters full of 
cuss words and threats. “Here is a hot one,” said the 
claim man. “One of our best customers is certainly 
way up in the air!” The president of the company 
(because our former sales manager was now president ) 
took the letter, leaned back in his chair and read it care- 
fully—page by page—hbecause it was a long letter. As 


When he 





he read it. his smile was broader and broader. 


had finished, he turned a very cheerful face to the claim 
man and remarked; “Thank God a letter like this has 
come at last!” “‘What do you mean?” said Mr. Claims— 
“Do you like a letter like that?” “Sure I like it,” re- 
plied the president. “I haven’t seen a letter like that 
for two years!” “When I used to be sales manager 
for the old company, I got letters like that almost every 
day—I just loved to answer them. Don’t you know | 
have been very lonesome here in this office when no 
letters like this one ever came?” “Well, I cannot see 
why you like this letter,” said Mr. Claims. “This cus- 
tomer is certainly mad and unless you watch out, we 
are going to lose one of our best accounts!” “Look 
here,” said the new president, ‘‘friend Claims, you don’t 
think deeply enough into the subject. All you see here 
is a letter full of threats, calling us names because our 
salesman sold the other merchant in town. You don’t 
see what I see and I want to tell you just what I do see. 
What I see is that here for the first time is a letter from 
a first-class dealer who cares one ginger snap whether 
we sell the other fellow or not! This is the most en- 
couraging letter I have seen in two years! It is fine! 
It is gorgeous! It shows that our hard work in build- 
ing up our line and our service is beginning to produce 
results. After this, maybe we will get a letter like this 
every week and then, after a year or two, we will get 
one every day, and then when we do, you will know that 
this house has arrived!” 


* * * 


I remember when I was a boy, seeing a cartoon in a 
magazine that I thought was very funny. This cartoon 
represented a man sitting astride of a high branch of a 
tree. In his hand he held a saw and he was working 
very hard sawing off the branch between himself and 
the tree. Under the picture were the words: “He ts a 
hard worker and something is soon going to happen!” 
I used to laugh at that picture—often since then, I have 
laughed at the recollection of that picture. 


* * * 


I do my level best to take a calm, cool, judicial view of 
the various interesting things that are happening in the 
hardware trade. Some of these things are very amus- 
ing and others are tragic. Possibly a sense of humor 
has been given to man so he will retain his sanity and 
not be driven to despair from the realization of his own 
futility. 

The other night in the last Scribner magazine I read an 
article by Sherwood Anderson. It is a story of an 
author. This author was writing about his wife—what 
an unusual character she was. While he wrote, she sat 
on the stairs outside his locked door with her baby in 
her arms—both loudly crying because they were locked 
out of his room. You see this author just had to write. 
His book describing his wife was a great success, but it 
led to their separation. 

An intellectual friend of mine called at my home the 
other night and I asked him to read this story. I asked 
him what he thought Sherwood Anderson meant by 
writing the story—what was the moral. The main thing 
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he gathered from the story was that if any intelligent 
thinking man should come face to face with his own 
futility, there would be a choice of only two things to do 
—one to commit suicide and the other to laugh! In the 
case of this story—the author saved himself by his sense 


of humor. 
+ 2-8 


A certain manufacturer I know has been selling his 
goods with a suggested resale price plan. He has been 
working night and day trying his best to educate the 
trade to the very evident fact that the plan was the only 
thing that would save their profits. Sometimes from 
lack of cooperation he has been very much discouraged, 
sometimes he has been brought face to face, as he 
thought, with his own futility. The very popularity of 
the goods of this manufacturer—the great demand for 
them makes the goods a target for the price cutter. This 
particular manufacturer is in exactly the same position 
as the sales manager written about at the beginning of 
this article. If his goods were unknown and undesir- 
able and not in demand, nobody would care who sold 
them, or at what price they were sold. But unfortun- 
ately, the very popularity of his line, and this manufac- 
turer's feeling of responsibility for the welfare of his 
customers, has caused him a world of extra work and 
worry. Fortunately, he can smile. And sometimes when 
he was very much irritated, he has smiled. His being 
able to smile has kept him, in a sense, from committing 
suicide. But even when he smiled, some of his custom- 
ers have got angry with him because he smiled. 


* * x 


When this manufacturer, knowing the situation in 
this country as well as he does, has seen a jobber or a 
salesman cheerfully sitting astride of a high limb sawing 
the limb off between himself and the tree, he hasn’t 
known whether to laugh at the ‘funny picture or whether 
to take a shotgun loaded with bird shot and let this 
jobber or salesman have the entire load right where it 
can do the most good! This situation has reminded 
the manufacturer not only of the cartoon but of Sher- 
wood Anderson’s article and the necessity of retaining 
the ability to laugh. 

a * 


This manufacturer, however, sent out a questionnaire 
to all the jobbers in the country selling his line. He 
asked their decision as to a continuance of his suggested 
resale price plan. Several hundred answers were re- 
ceived. Everyone of these answers was in favor of the 
plan but one. This jobber said “NO” he did not approve 
of the plan and he said why. All of the other letters 
were of the most encouraging, satisfactory nature. 

These letters express the hope that the sales policy 
of this concern will be continued in the future on the 
same basis. They said a lot of nice things that were 
very gratifying indeed to this manufacturer, and all 
this just goes to show that sometimes we do not know 
just exactly what the other fellow thinks unless we take 
the time and trouble to ask him to tell us. 


This manufacturer tells me that he has given a great 
deal of thought and study to the mail order house situa- 
tion. He doesn’t see how any manufacturer who con- 
trols a nationally-advertised, popular line of goods—that 
is in general demand throughout the country—can ex- 
pect the cooperation and support of all the other dealers, 
if he sells mail order houses when it is their declared 
purpose to cut the price on these goods in selling them 
over the counters of their chain stores. In this situation 
the writer sees a very similar and parallel case to that 
of the sales manager who had charge of the sales of the 
popular jobbing house. In one case, the best customer 
put up a problem to him just because his goods were 
popular. Here is another case where the very popularity 
of the goods—the demand that has been built up for 
the goods—will make them the target of the price cutters. 

* * ok 

This manufacturer showed me all of these letters from 
his customers. To me they were very interesting. Most 
of the letters were signed by the leading.men in the 
various business houses—men whose word was law in 
these businesses. “I wonder,” said this manufacturer, 
“how many of these men realize their responsibility in 
maintaining a fair and reasonable profit on these goods? 
I wonder if they know just what they are doing? From 
these letters one would conclude that they are very much 
alive to the situation!” “But,” said this manufacturer, 
“when these men have written these letters, have they 
stopped there? How many of these merchants will 
take the time and trouble to personally take up this 
whole question with their salesmen, and not only instruct 
their salesmen in regard to ‘their merchandising plans 
on these goods, but to explain to the salesmen how 
much such a merchandising plan means to the jobbing 
and retail trade?” 

The average salesman, ‘just like the average man, in all 
walks of life, desires to do the right thing. The sales- 
men of some houses do better than the salesmen of other 
houses, and the reason for this is that these better sales- 
men are better instructed—they are better educated. 

“Now,” said this manufacturer, “a problem has been 
precipitated in the selling of goods that will require the 
most hearty cooperation and support from the sales- 
men and the jobbers of the country. Have we that in- 
telligent support? If we haven’t—if every salesman 
doesn’t realize his responsibility, then just a few houses 
and a few irresponsible salesmen may bring about a 
situation that will cause the loss of thousands and thou- 
sands of dollars to the industry. 

* * * 

It would not be a bad idea, would it, for somebody 
to get up a large handsome cartoon of the man sitting 
astride of the branch of the tree busily engaged in saw- 
ing off this branch between the tree and himself. Pos- 
sibly a cartoon of the nature hung prominently on the 
walls at some of the forthcoming sales conventions might 
have its effect. It is a very funny picture, if one doesn’t 
take into consideration the tragedy that is just about to 
happen to the gentleman who is so busily engaged 
sawing with the saw! 


a 
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An effective window display featuring tools, arranged by W. C. Wellborn, of the hardware department of Tissier Hardware Co., Selma, Ala. 


Giving Tools a Chance 


A Carefully Selected Stock, Adequately Displayed, Will Bring 
Many Profitable Sales to Any Hardware Store 


OOLS are generally regarded as the backbone of 
the retail hardware business. Many stores through- 
out the country secure the majority of their sales volume 
from tool sales. Some of these establishments were 
founded as “tool shops,” carrying practically nothing 
more than tools and a few lines of shelf hardware. 
Realizing that the carpenter, machinist and mechanic 
have a preconceived idea before they enter a hardware 
store of the tool or tools they desire, the hardware mer- 
chant sometimes forgets to promote tool sales beyond 
giving them a good location in the store, displaying 
them to the best advantage, possibly arranging a tool 
window once a month and mentioning tools in whatever 
advertising is prepared. The hardware man should also 
realize that he has in his tool department a point of con- 
tact with the general public which possibly excels any 
other department in the store. Men and women, boys and 
girls of all ages are daily users of tools of some descrip- 
tion. While it is true that at the present time we buy nearly 
everything ready made, there still exists an inborn desire 
to build, to create and to construct with our own hands. 
That desire may be deeply hidden under the mass of 
routine thoughts of our daily life, but the sight of a 
glistening tool, brings it to the surface, like an attrac- 
tive bait lures a hunghy trout. 
By taking advantage of this natural desire to construct 
and realizing that favorable action is secured from good 
display, the hardware merchant can fertilize the thought 


of creating in the layman’s mind, bringing added profits 
and satisfaction to his store. 

While many merchants sell largely to the carpenter, 
the mechanic and the machinist, an equal number secure 
their volume from the household trade. This latter class 
of customer is the most difficult to sell. The so-called 
professional tool user seldom has to be sold. He knows 
what he wants, why he wants it and nine times out ot 
ten insists on quality merchandise. The householder 
usually thinks he knows what he wants and what he 
thinks he wants is practically certain to be different from 
what he sees. This situation brings out the fact that a 
competent tool salesman is very handy in any hardware 
store. He must know how to talk “tools” to bring out 
what the householder wants to do with the tool in ques- 
tion and to guide the customer into making purchases of 
quality merchandise. 

As the mechanic knows what he wants and sometimes 
knows more about the tool than the hardware dealer who 
sells it, the successful tool salesman is governed very 
largely in the selection of his tool stock by his customers 
preferences. 

Tools lend themselves excellently to display, both in the 
store and window. Frequent arrangements of tools in 
the windows; generous tool space in advertisements and 
a careful selection of tool stock will bring to the hardware 
merchant many profitable sales and many pleased 
customers. 
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VERYBODY’S BUSINESS 


By Floyd W. Parsons 


«Playing the Market 


UST as I sat down to dictate a little story covering 

a number of interesting points in the field of busi- 

ness management, there came a call from the office 
of my broker. After cleaning up a personal matter, I 
asked concerning the action of the market and was 
switched immediately to the phone of a young man in 
the board-room where the quotations are posted. He 
said the market was booming and the rise had hardly 
more than commenced. Montgomery Ward had jumped 
20 points at the opening, and other star performers were 
following this sensational lead. It looked like a five 
million share day and right now was the time to get in. 

I was surprised to get this line of talk from an old 
and highly respected brokerage concern with conserva- 
tive leanings. I realized, of course, that I was not get- 
ting a reflection of the views of the heads of the house, 
but rather was talking to one of the so-called new gen- 
eration who had so far seen only one side of the Wall 
Street picture. As he poured forth his enthusiasm, tell- 
ing how Chrysler would double in price and Montgomery 
Ward go to probably six or eight hundred dollars a share, 
I decided to change the subject of my story and talk 
about a menace that is becoming more and more of a 
threat to the stability of business. 

The stock market has not become a law unto itself, 
notwithstanding its seeming success in ignoring proved 
fundamentals, and in making eminent economists appear 
foolish in their efforts to explain the meaning of im- 
portant developments and the significance of current 
trends. There is hardly a prophet left who would bet 
ten cents on the correctness of his beliefs. Great lead- 
ers in the financial and business world are now doing 
as much guessing as the ordinary layman. Most of our 
new initiates in the field of speculation, however, expect 
to call the turn, and are quite sure that they will not 
be among those left to hold the bag when the lights go 
out and the play ends. 

Old-timers have not shared largely in the profits re- 
sulting from the current rise in the prices of securities. 
The real winners have been those bold and innocent souls 
to whom precedent means nothing and yesterday’s ex- 
periences are without value. In playing the stock market 
there is some of the same psychology that applies to 
golf. Every devotee of the old Scottish game knows 
that any exercise of fear is disastrous. Even a duffer 
will often make a great drive on a strange course merely 
because he knows nothing of the hazards that lie ahead. 
His is the courage born of ignorance. 

In the stock market today the big gains have gone to 


the fellows who were willing to go in after the careful 
investors had sold out on the theory that the top had 
been reached. The officers of hundreds of corporations 
disposed of the securities of their own companies a long 
time ago, and are now speculating in the stocks of other 
concerns. It is fatal at present to know too much about 
the earnings and prospects of any enterprise that you 
want to play for a rise. 

Preaching is of no avail when human nature decides 
to show its independence of arbitrary rules and laws. In 
1913 we took steps to protect our nation against the ex- 
cesses of people cursed with the mania to get rich quick 
irrespective of all consequences. The Federal Reserve 
Board was created to prevent the use of money and 
credit in any way that might create inflation and bring 
about a business depression or a money panic. Now 
we discover that the traffic in money is about as hard to 
control as the traffic in liquor. A stiff money rate, while 
serious ‘to the investor, means nothing to the gambler out 
for a quick killing. 

Stories of tremendous fortunes built up almost over- 
night have fired the imaginations of millions of people. 
sig stock-market operators are taking care that the 
flames of speculation shall not be quenched. Capital 
has poured into Wall Street from all over America and 
from abroad. The Federal Reserve Board has learned 
that, although it can control the banks, it cannot pre- 
vent individuals and corporations from loaning their 
money to gamblers. 

Our older and more conservative leaders are uneasy 
over the assertions of powerful newcomers that we must 
all adjust ourselves to an entirely new order of things. 
Time and again have valiant knights of finance ridden 
into Wall Street from out of the West only to go back 
home with their pockets empty. Maybe history will re- 
peat. Probably many people are riding for a fall. The 
partial nullification of the powers of the Federal Re- 
serve Board means that we will be compelled again to 
pass through the trials and worries of business upsets. 

We pass out of the realm of safety when we com- 
mence to capitalize hopes instead of realities. Artificial 
stimulation can push prices to an unjustified level, but it 
takes actual earnings over a period of years to maintain 
a price structure. 

So far as our country is concerned, I am an optimist 
of the first order. But there is nothing of which I am 
more fearful than the excesses of unbridled speculation, 
whether in Florida land or New York stocks. Science 

(Continued on page 91) 
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oA viation Brings a Ne 


T a recent election the voters of the 

A city of St. Louis approved a $2,000,- 

| . 000 bond issue for the purpose of 

building a municipal flying field. Also 

a few weeks ago a small town in southern 

Wisconsin raised $6,000 by popular sub- 

scription for thé same purpose. In Other 

words, the growing interest in aviation 

everywhere is causing cities, large and 

small, to obtain and equip landing fields. 

This rapid increase in the number of 

Fig. 1 airports opens up a new and profitable 

field to hardware dealers in the supplying 

of hangar hardware. Possibly the _ 
unpretentious appearance of hangars 
rather gives the impression that nails 
are about the only hardware item 
used in their construction. However, 
hangar doors do provide an oppor- 
tunity to make some surprisingly 

large sales of specialty items. 

Hangar door openings vary in size 
from 8 ft. high and 40 ft. wide up 
to 20 ft. high and 100 ft. wide, ac- 
cording to the type of plane to be 
housed. The ordinary small passen- 
ger planes have a wing spread of 
36 ft., while the Ford tri-motor planes are 74 ft. from 
tip to tip. Naturally, ample clearance must be allowed 
for, and when more than one plane is to be housed the 
opening becomes somewhat of a problem as how best 
to arrange the doors. 


Found Best Equipment 


After considerable experimenting in various parts 
of the country in the erection of hangars, a door made, 
usually, in about 8 ft. sections hinged together and so 
mounted as to slide around along the inside of the wall, 
was found most practical. It was found necessary that 
these doors hug the wall as closely as possible so as not 
to interfere with or damage the planes. Doors swinging 
to the outside were abandoned because snow and ice 
hampered their operation in the winter time. 





Hangars at the Paul Baer Airport, Fort Wayne, 





Another type 
of door is one 
which slides to 
either side of the 
opening past the 
sides of the 
hangar itself, 
supported by a 
framework. 

On the earlier 
hangars ordinary 
heavy barn door 
hangersand track 
were used, but as 
the demand grew 
for material for 
this use, manu- 
facturers devel- 
oped special 
hangers similar 
to the barn door 
equipment, ex- 
cept that they 
were much heav- 
ier. Hangers for 
airport use are 
now made regu- 
larly weighing 
up to 90 Ib. each, 
having full ball bearings, and which are a very complete 
piece of mechanism in themselves. 

The doors themselves are of necessity substantially 
made and will weigh approximately 10 Ib. to the sq. ft. 
On the larger openings this means that each unit or 
section will weigh as much as half a ton. When an 
opening requires several of these sections, the weight 
placed on the overhead track is tremendous, and for 
the larger openings a ground track is more practical. 
For this purpose, ordinary 12 Ib. industrial rails are 
used, imbedded in a concrete floor, together with a 
specially constructed ball-bearing roller. These bottom 
rollers are made in two types—a swivelled roller for the 





Showing the top hung installation of the 
doors at the Fort Wayne 

Fig. 1. Type of top hung “‘round-a-corner” 

roller for use on hangars having relatively 

small openings 

Fig. 2. Bottom roller used where the 

weight of the door to be supported by each 
roller is up to one ton , 


Pee ae 


Ind., equipped by the C. C. Schlatter Co. of that city 
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Demand for Hardware 


Airport Construction Programs Are Increasing— 
Each Week Brings the News of Cities of All 
Sizes Building Aeroplane Landing Fields 











“round-a-corner” door and a straight roller for doors port erected in the Indiana city. In this case there were 
that are carried out straight beyond the sides of the four openings, each 12 by 40 ft., and 2 openings 12 
hangar. 

: very good illustration of the possibilities for the 
hardware dealer in supplying the hardware for com- 
mercial airports is to be found in the order received 
by the Gardner Hardware Co., Minneapolis, Minn., for 
the new Wold-Chamberlain airport in that city. Here 
the hangars had four openings, each with 21 sections 
or doors, and the following list of items was required: 
112 Bottom Rollers 60 Pair 20-in. Hinges 
112 Top Guide Rollers 36 Cane Bolts 
12 Pair 36-in. Hinges 72 Pulls 


8 Latches Fig. 3. BE agg > Samper oe of — roller — with a top guide 
°° << : , y le > roller. Below: Blue print owing the door installation of the Wold- 
C. C. Schlatter € O., hardware dealers at Fort W ayne, Chamberlain Airport at Minneapolis. There were four of these openings, 


Ind., recently sold the hardware for the Paul Baer Air- with 21 doors to be equipped 
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! cuts illustrating specific types of 
rollers used in airport work are 
reproduced through the courtesy 
of Allith-Prouty Co., Danville, 
Ill., manufacturers of such 
equipment. 














a HARDWARE AGE for OcToBER 4, 1928 











LT 





a 


Aviation Brings a 
New Demand for 
Hardware 


(Continued from preceding page) 


by 50 ft. Such an order repre- 
sents roughly $6,000 worth of 
hardware, an item well worth the 
effort of any dealer, and new air- 
ports are being planned every- 
where. 





The doors are so ar- 

ranged that in opening 

they follow around the 

inside of the side walls 

and occupy a minimum 
of space 














Pertinent Paragraphs of Interest to 
Progressive Hardware Merchants 


By T. A. Carroll 


UST because a bigger discount is offered is no rea- 
son that you will have a greater opportunity of 
selling. 

Statistics show that the chain variety stores turned 
inventories in 40 days last year; average of hardware 
stores, 136 days. 

It doesn’t make a better stock turn by being a slave to 
hand-to-mouth buying. 

An extra discount does not always compensate the 
dealer for the extra time and effort that he will have 
to spend in pushing something on to people who never 
heard of it and don’t want it. 

There are over one million retail dealers in this coun- 
try, but fewer than forty thousand, or less than 4 per 
cent, belong to any retail organization. The latter are 
the progressives; it does not pay to be a hermit. 

The hardware merchant who does not ally himself 
with every modern aid to good merchandising does not 
make progress. This is the day of cooperation and the 
exchange of ideas. 

The chief effect of advertising on total sales cost is 
that properly directed advertising permits of a better ad- 
justment of the component parts that make up total 
sales expense. 

A good salesman must have the qualifications of a good 
actor; first, by placing himself in the position of the 
customer ; second, in the position of the house he repre- 


sents. By coordinating these attributes successful sales 
are made. 

Don’t watch your competitor so closely that you neglect 
opportunities to make profitable sales for your own 
place of business. 

It isn’t work that kills men before the alloted three 
score and ten; it’s worry. Worry is rust upon the blade 
of time. Hard work kills worry. 

The need for keeping your name and the products 
you sell forcibly before the public is reason enough for 
advertising and aggressive merchandising. 

Every day there are 6100 more people born in America 
and every day 3500 people pass away. Therefore, there 
are 6100 new individuals with potential buying posst- 
bilities. It pays to advertise. 

It pays to buy goods advertised in standard publica- 
tions, and it pays to display these goods so as to crystal- 
lize the buying impulse. 

No good substitute has yet been found for honesty, 
frankness, industry and sincerity; mere cleverness has 
been tried and has been found wanting. 

A sales school is a profitable adjunct to any hardware 
store; mutual knowledge of selling facts pave the way 
to profits. 

No hardware store should be for men only; women 
do most of the buying. When the goods are attrac 
tively arranged and the store made inviting to women, 
much merchandise, not strictly hardware, can be sold 
to women. 
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This Lubbock, Texas, hardware store carries many items that sell directly to women. 


Much of this merchandise has a rapid turnover as about 


100 women enter the stere each day to visit the millinery department. Before leaving the store, they purchase many hardware items. 


And No 





* 


ats.and Hardware 


They Pay, Too—So This West Texas Store Finds 


OMEN’S hats in a hardware store! Sounds 
Wi tctusistc to say the least. Be that as it may, 

there is at least one successful hardware estab- 
lishment which has a modern, thriving millinery depart- 
ment, which is paying in more ways than one. The sur- 
prising thing about this situa- 
tion is that the store is not in 
a metropolitan city where peo- 
ple become accustomed to un- 
usual merchandising ideas, 
but in the Panhandle district 
of west Texas, where chaps, 
spurs and other ranch neces- 
sities still sell regularly. 

About a year ago the owner 
of a millinery store in Lub- 
bock, Tex., approached B. and 
P. L. Sherrod, owners of 
Sherrod Bros. Hardware Co., 
and suggested that they lease 
her space on the balcony of 
the store for her millinery es- 
tablishment, having lost her 
lease on the previous location. 

The longer the owners of the 
store thought about the idea, 
the more logical it seemed, 
ridiculous though it appeared 
at first mention. They did 
not consider it long before 


they decided to make the deal. According to B. Sherrod 
who, incidentally, is president of the Lubbock Chamber 
of Commerce and is a merchant who knows how to 
build business, the owners have not regretted their 
decision. (Continued on page 93) 
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Good Roads Mean Good Business—Tennessee 


Record Very Encouraging 


AMUEL J. KEITH, vice-presi- 

dent, Keith, Simmons Co., Inc., 
Nashville, Tenn., hardware jobbers, 
has sent the Mansfield Tire & Rub- 
ber Co., Mansfield, Ohio, an interest- 
ing record on road improvements in 
the State of Tennessee. Good roads 
increase motor traffic which helps the 
hardware dealer sell tires, tubes and 
other necessary automobile equip- 
ment. The Keith-Simmons Co. sell 
these lines and Mr. Keith fully ap- 
preciates the importance of good 
roads. The record he sent the tire 
company was prepared by J. M. 
Farrar and we are pleased to have 
this opportunity of publishing this 
information. The record follows: 

“Since 1918, Tennessee has writ- 
ten an epic on the value of good 
roads. Not with pen and ink—but 
with interweaving ribbons of paved 
highways and miles and miles of well 
maintained roads. The story is 
pretty well told by comparing the in- 
crease in motor vehicle travel on 
Tennessee roads. Travel has in- 
creased more than 100 per cent on 
every road in the State since 1918, 
and in the past two years the automo- 
bile traffic has increased on an aver- 
age 40 per cent. 

“There’s a reason! 

“Tourists, like water, follow the 
course of least resistance. Motor- 
ists from all parts of the United 
States have long since found that 
Tennessee is not the “detour State” 
of several years ago—instead Ten- 
nessee maintains a net work of 
splendid highways, which give com- 
fortable access to practically every 
section of the State and afford out- 
lets in any direction for the travel. 
Not only do Tennessee’s good roads 
attract tourist travel, but they in- 
crease the home use of motor vehicles 
by adding to the speed, comfort, and 
safety of motor travel both for pleas- 
ure and business. 

Organization 

“In order to construct and main- 
tain the 6600 miles embraced on the 
State Highway System it is neces- 
sary that an efficient army of men be 
employed. Like an army, each man 
has his specific duty. The head of 
the Department is the Commissioner 
of the Department of Highways and 
Public Works. The Chief Engineer 
heads the Engineering Bureau. At 





the present time the State is divided, 
for administrative purposes, into 
four divisions, each headed by a Di- 
vision Engineer. Other divisions in- 
clude Plans, Bridge, Testing and In- 
vestigation, and Equipment. Con- 
struction and maintenance is thus ad- 
ministered by the head of each di- 
vision. The Construction Engineer 
correlates the construction work over 
the entire State, while a State Mainte- 
nance Engineer correlates the main- 
tenance work. As evidence of the 
growing work of the department it 
has now become necessary to have 
five divisions instead of- four, the 
reorganiaztion to take place on Nov. 
1, 1928. 
Construction 


Of the 6600 miles of road on the 
State Highway System only 754 
miles are unimproved. A good por- 
tion of the total mileage is of high 


| type quality, well designed concrete 


and asphaltic pavements, and Ten- 
nessee’s oil treatment, macadam and 
graveled highways which match those 
anywhere. Many counties also main- 
tain their own hard surface roads in 
addition to their cooperation with 
the State in development of Arterial 
Highways. 

During the past five years the 
progress of highway construction 
and maintenance in Tennessee has 
been little less than phenomenal. 

In 1923, there were approximately 
3600 miles on the State System; this 
mileage has been increased by 3000 
miles. 

In 1923, the State Highway De- 
partment let to contract 302 miles of 
road improvements, at an expendi- 
ture of $4,768,769.70; already in 
1928 the Department has let to con- 
tract 646.526 miles of road at the 
estimated cost of $11,334,087.69. Ad- 
ditional lettings in 1928 will material- 
ly increase the mileage of new roads 
under construction and the amount of 
money involved. 

Contracts already awarded during 
1928 provide for the following im- 
provements : 

Miles 


Grading and drainage. 212.429 
High type pavement .. 188.751 
Low type pavement... 218.623 
Reconstruction ....... 26.723 


PD OS a aoe a 646.526 





Including more than $2,000,000 








worth of bridges this construction 
represents a cost of $11,334,087.69, 

The 1927 Legislature authorized 
the construction of 16 new bridges 
over the larger streams intersecting 
State Highways. There are already 
under construction four bridges over 
the Tennessee River, one over Obion 
River, one over Clinch River, one 
over Little Tennessee River, one 
over the Hiwassee River and one 
over the Cumberland, which was 
purchased by the State under the au- 
thorization of the Special Bridge 
Acts, in addition to the other sixteen. 
Eight bridges remain to be con- 
structed. The value of the bridges 
now under construction exceeds 
$4,200,000 while the estimated cost, 
when completed, of the entire series 
will be $11,000,000. 


Maintenance 


Since 1925, the State Highway De- 
partment has maintained the entire 
State System of Highways. Only in 
this way can a net work of roads be 
kept in first class condition all the 
year round. Maintenance and im- 
provements of this nature involve an 
expenditure of $4,500,000, in addi- 
tion to projected construction, which 
this year will exceed $12,000,000. 


Income 


Tennessee secures money for high- 
way development from Motor Vehi- 
cle License Fees, Gasoline Tax, Fed- 
eral Aid and County Cooperation— 
the latter to be discontinued this year. 
The State has assumed $30,000,000 
of County road obligations, which 
will be amortized with one cent of 
the Gasoline Tax. 


Special Features 


All of the State Highways are 
numbered and marked with caution 
signs. Many of the most important 
routes are named in addition to the 
numbers and some bear the numbers 
of the U. S. System of Highways. 
so that one might easily say that it is 
harder to get lost in Tennessee than 
it is to find the way in other places. 

The Department issues an Official 
State Highway Map and distributes 
thousands each year, free of charge, 
to motorists on request. 

A feature this year will be the in- 
auguration of a plan for the develop- 
ment of rural roads. 






Commissioner 
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Harry S. Berry announced on Sept. 
15 that for a period of 50 days the 
Department would cooperate with all 
counties having maintenance equip- 
ment to the extent of paying all costs 
of wages, oil and gas spent on the im- 
provement of local county roads. 
This is the initial step taken to pro- 





vide for the needs of several thou- 
sand miles of rural roads, which have 
heretofore received no help from the 
State. While the direct results of 
this plan can not yet be foreseen it 
is very apparent that this plan will be 
the greatest forward step taken by 
the Department since the Department 
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assumed full charge of the mainte- 
nance of the entire State Highway 
System. 

With its bountiful supply of scenic 
and historic places so easily reached 
by the improved highways, ‘Tennessee 
extends an invitation to motorists 
everywhere to visit. 





| Manufacturers and Jobbers Preparing 
for Joint Atlantic City Convention 


ANUFACTURERS and wholesale distributors 
M of hardware from all parts of the United States 

will gather in Atlantic City, N. J., on Monday, 
Oct. 15, for the annual joint convention of the American 
Hardware Manufacturers’ Association and the National 
Hardware Association. The Marlborough-Bleinheim 
Hotel will be headquarters for both associations during 
the convention, which will open on Monday evening, 
Oct. 15, and close on Thursday afternoon, Oct. 18. 

The executive committee of the National Hardware 
Association will meet under the direction of President 
W. H. Donlevy, Carter, Donlevy & Co., Philadelphia, 
Pa., on Monday, the 15th. On Monday evening the 
associations will meet in a joint opening session in the 
Red Room of the Marlborough-Blenheim. President 
Donlevy of the N. H. A., D. A. Merriman, president of 
the American Hardware Manufacturers Association, are 
scheduled to make short addresses. The speaker of the 
evening will be Elisha Lee, vice-president of the Penn- 
sylvania Railroad, who will talk on transportation prob- 
lems affecting the hardware industry. An informal re- 
ception and dance will be held at the close of the session. 

Tuesday will be a busy day for both associations. At 
the morning session of the manufacturers’, President 
Merriman will deliver his annual address and there will 
also be talks on current business problems, foreign com- 
petition and the tariff situation by men of national re- 
pute. The afternoon session will be under the direction 
of the Garden Tools and Farm Equipment, Sporting, 
Gun Goods and Explosives and the Automobile Acces- 
sories Group Committees. One of the most interesting 
and constructive features of the convention will also take 
place at this session in the form of an analysis and dis- 
cussion of the Hardware Council’s report on “The Prob- 
lem of Hardware Distribution.” Saunders Norvell, 
president of Remington Arms Co., Inc., New York City, 
will speak on the manufacturers’ viewpoint of the report. 
C. J. Whipple, president of Hibbard, Spencer, Bartlett 
& Co., Chicago, IIl., will present the jobbers’ side of the 
question and Herbert P. Sheets, managing director of 
the National Retail Hardware Association will talk from 
the retailer’s angle. 

T. Markham Flannery, director of the Trade Practice 
Conference Division of the Federal Trade Commission, 
will speak at this session about the work of the Trade 
Practice Conference. Hon. Leslie M. Shaw, former 
secretary of the United States Treasury, will discuss 
tariff problems at this session. 

The jobbers’ session on Tuesday morning will consist 
of a meeting of the Accessories Branch, composed of 
distributors and manufacturers of accessories, electrical 
appliances and radio. A. H. Nichols, Buhl Sons Co., 
Detroit, Mich., second vice-president of the association, 
is chairman of this branch and will preside at the meet- 


ing. Among the principal speakers at this session will 
be M. C. Morrow, vice-president of the National [Elec- 
trical Manufacturers Association, Mansfield, Ohio; 
H. H. Frost, president Radio Manufacturers Association 
of Newark, and C. E. Greenwood, commercial director 
of the National Electric Light Association. 

On Tuesday on important meeting of the Metal Branch 
will be held with Chairman I. O. Shoedinger presiding. 
George H. Charls, president of the National Association 
of Flat Rolled Steel Manufacturers, Cleveland, Ohio, 
will address this meeting. 

The manufacturers will hold separate group meetings 
on Wednesday morning. Among the groups to meet will 
be the Builders’ Hardware, Household Supplies and 
Cutlery. The Mechanics’ Tools and Heavy Hardware 
Groups will hold separate meetings on Wednesday after- 
noon. Wednesday sessions of the Manufacturers’ As- 
sociation will be executive. 

W. R. Hill, Sargent & Greenleaf, Inc., is chairman of 
the Builders’ Hardware Group; M. J. Lacey, Pyrex 
Sales Division, is chairman of the Household Supplies 
and Cutlery group; A. E. Alverson, Greenlee Tool Co., 
is chairman of the Mechanics Tools group and J. F. 
Donahue is chairman of the Heavy Hardware group. 

A regular meeting of the jobbers’ association will be 
held on Wednesday morning with President Donlevy 
presiding. George A. Fernley, secretary-treasurer, will 
make his annual report, and the Overhead Expense Com- 
mittee will make their report at this time. An address 
by a prominent authority on, control of inventory, ex- 
penses, buying, budgeting, sales analysis and internal 
problems of wholesalers will also be delivered at this 
session. 

Wednesday afternoon the jobbers will devote to the 
question of closer cooperation between .the jobber and 
the retail hardware merchant. Questions concerning the 
manner in which wholesalers can best assist retailers will 
be carefully considered. The retailers’ side of the ques- 
tion will be capably upheld by N. R. H. A. President 
Arthur C. Lamson, Marlborough, Mass., and Herbert 
P, Sheets, managing director of the N. R. H. A. 

Thursday will bring both associations’ conventions to a 
close. The morning session of the manufacturers will 
receive and discuss reports and recommendations from 
the several group meetings and from the committee on 
resolutions. The election of officers will immediately 
precede the adjournment. 

Lewis H. Bronson, Bronson & Townsend, New Haven, 
Conn., will address the jobbers’ closing session, at which 
time the relations of the jobber with the manufacturer 
will be considered.and discussed. The great question of 
the hardware industry at the present time, distribution, 
will receive special attention at this session. The regular 

(Continued on page 95) 
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A Complete Chapter on the 


SINGLE STROKE GOTHIC 


Letters A to Z, with Practice Strokes 


NYONE’S first attempts at show card 
A writing are naturally awkward and 
apt to be a little discouraging. It 

all looks so easy and sounds so simple 
that the beginner who takes a Red Sable 
brush in hand for the first time finds it 
is not so easy to make each stroke go 
just where he wants to. One reason for 
this is that instead of practicing on the 
different elements or strokes first, he en- 
deavors to form perfect letters. A begin- 
ner should become familiar with all the 
different elements of a single letter before 
he attempts to construct the letters as a 
whole and when we stop to consider that 
there are only twelve different strokes 
to learn in order to compose the entire 
alphabet it is not so difficult after all. 





With the proper instructions before him, 


By Joseph Bertram Jowitt 


two or three genuine Red Sable show card 
brushes, a bottle of regular show card ink 
(water color), the only other thing he 
needs is practice. Only a consistent plan 
of practice will bring forth success in this 
line. Spasmodic attempts are of little or 
no use. Fifteen or twenty minutes each 
day will be much more beneficial than 
would one or two hours at a time now-and- 
then. No one should practice at anything 
for so long a time that he becomes tired 
or weary of it. 

Another problem which confronts the 
average beginner is the right amount of 
pressure required to apply to the brush 
in order to keep each stroke of even thick- 
ness. One way to overcome this problem 
is to select the proper size brush and not 
try and make a small size brush do all 








sizes of lettering. As these are single 
stroke letters naturally each stroke taken 
should be the exact thickness of the brush 
after it has been dipped in ink and drawn 
along. Each single stroke is started with 
the tipend of brush, the pressure being 
very gentle and gradual and at no time 
should more than one-half the length of 
hairs be applied to the surface (this ap- 
plies to the Egyptian style of letters only). 
Each single stroke, according to the dia- 
gram shown here, has a starting and stop- 
ping point, according to the direction the 
“Spears” point and it is a mistake to 
hesitate or stop in the middle of a single 
stroke because single strokes cannot be 
kept of uniform width by so doing. 

The writer suggests the use of news- 
papers for practice work particularly the 
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dassified ad pages which are practically 
free from pictures or heavy face type. 
Practice in the column lines, this will give 
the ruled space for the height of letters 
and the Agate lines will act as a guide 
to keep all upright strokes plumb. It will 
also be surprising how well newspaper will 
take or absorb show card ink, particularly 
if the ink is not too heavy or thin. This 
will reduce the cost of practicing to a 
minimum. 

In practicing it is not the idea of how 
much space one covers that brings the 
best results. A systematic plan such as 
writing out words instead of just ABC, 
etc. over and over, is the best plan to 
follow. 

The writer suggests that the beginner 
study and practice on the twelve primary 
single strokes which are the basic strokes 
of the entire alphabet. These will be 
found on the accompanying plate. It is a 
very easy matter to see how these twelve 
strokes may be connected so as to form 
any letter of the alphabet, for instance: 
The first two right and left angle strokes 
are the basic strokes used in constructing 
the letters A, M, N, V, W, X, Y, Z, K. 
As most of these are the letters for this 
month’s instalment we will treat on them 
first. The letters of the Egyptian alpha- 
bet are divided into three different groups, 
known as the angle, square and round 
letters. The angle letters are the above 
mentioned. The square letters are I, H, 
E, F. L, F. The round letters are O, Q, 
rom, S, &, G, ©; B,J, DD: The: next 
loop stroke, No. 3, is used in constructing 
the circular strokes in letters B, P, R. 
The next semi-circle stroke, No. 4, is used 
in making letters C, G, and is one-half of 
letters O and Q. Stroke No. 5 is a short 
horizontal stroke used in constructing let- 
ters T, E, F, L, A, H and Z. The up- 
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right stroke, No. 6, 





is used more than 
any other single 
stroke and is the 
basic stroke in let- 
tere BD; EF. a, 
oe ee Ba 
Yr. 2 ae 
Stroke No. 7 is used 
in finishing off the 
top of letters S, G 
and C. Stroke No. 
8 is used only in 
forming the center 
of the letter’ S. 
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Stroke No. 9 is the 
finishing stroke used 
in letter S. Stroke 
No. 10 is just the opposite to Stroke No. 4, 
and completes the letters O, Q and D. 
Stroke No. 11 is the bottom stroke used in 
completing the letters U and J. Stroke 
No. 12 is used only in completing the 
letter K. 

Most of these twelve strokes are used in 
the construction of the numerals 1 to 9. 
These Egyptian numerals are the easiest 
of all other types for the beginner to learn 
on account of their uniformity of stroke 
and simplicity of design. 

The beginner should understand that in 
order to properly execute single stroke 
Egyptian letters and numerals his lettering 
brushes should be of the best quality Red 
Sable, commonly called riggers. They 
have round ferrules, but the hair can be 
worked to a. flat chisel edge in the color 
or on a palette of cardboard before begin- 
ning actual operation. This flat chisel edge 
permits of drawing either broad, bold 
strokes on the verticals and horizontals 
like in these Egyptian Jetters or fine thin 
strokes as in making the Roman letters. 

In fact, a brush of this nature should 





produce identically the same elements as a 
flat marking, or any pen of the stub va- 
riety, in an automatic manner, the only 
difference being that the necessary pres 
sure on the brush should be very light 
and gentle as compared to that given the 
pen. 

Brushes in round ferrules will not retain 
their flat chisel edge shape unless they 
are thoroughly cleaned in clear water each 
time after using and the water squeezed 
out between the fingers and the brush left 
to dry in a flat shape, allowing nothing to 
touch or disarrange the hairs. 

The show cards illustrating this article 
are all one-quarter sheets measuring 11x14 
inches, and the single-stroke lettering was 
executed with a number twelve and num- 
ber ten Red Sable or rigger show card 
brush. 

The beginner should understand that no 
two show card writers make any style 
of letters exactly alike, and that the indi- 
viduality of the worker is what makes 
hand lettering more attractive and different 
from the stereotyped printed show cards. 
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pamphlet form a “Simplified Practice Recom- 
mendation R37-28” covering commercial forms, 
including invoice, inquiry and purchase order which has 


Te Division of Simplified Practice has issued in 












National Standard Purchase Order and Inquiry Form 
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Simplified Commercial Forms Adopted 


$$ 


FACSIMILE OF SIMPLIFIED INVOICE FORM 
Endorsed by the Division of Simplified Practice, Department of Commerce, Washington, D. C., after the unanimous agreement of Committees 
representing both National Standard and Uniform Invoice Forms, February 16, 1927. 
requested to adopt the Simplified Invoice Form when the supply of their present forms is exhausted. 
NOTE: To Conform to Standard. “‘Customer’s Use’’ block must be exactly as shown. Designations must all be shown. Sequence and position of 


Optional for User’s Convenience. Size and arrangement of space for vendor’s name, address, trade mark, etc., may be changed as desired. 
Spacing both horizontal and vertical, to left of ““Customer’s Use” block, may be changed as desired. 
for window envelope. “Quantity,” “Description,” “Price” and “Amount” columns may be subdivided as desired. Invoices to retailers should pro- 
vide a column %” wide to the right of the “Amount” column and headed “For Retailer’s Use.”’ 


been adopted and put into use by the various groups 
interested. It is estimated that the invoice will save 
industry $15,000,000 annually by reducing checking, pay- 
ing, recording, filing and finding expenses. The far- 
reaching character of the commercial standard forms 
is indicated by the fact that there are 400,000 corpora- 
tions in the United States which issue invoices and unit 
billing applies to about 90 per cent, while multiple billing 
applies to the remaining 10 per cent. For this reason 
the invoice adopted does not require all printing for 
miltiple billing. On the simplified invoice “customer’s 
order number and date, requisition number and con- 
tract number” are placed in the upper left-hand corner 
of the heading, and a note is made in the left margin of 
the body, as follows: “In case of multiple billing pro- 
vide column here for order numbers. If not so used, 
this space may be added to the width of other columns.” 

Discussion of the sizes of the various forms devel- 
oped approval of the suggestion that the invoice form 
apply to the purchase order and inquiry forms as well. 
These standard sizes are: Width, 8% in.; length, 7, 11 
or 14 in. Due to the wide divergences of requirements 
in various businesses, this form was divided into zones 
to show the desirable arrangement of information. 

The rapidly increasing use of the simplified invoice 
and of the standard bank check has made it important 
to have available a window envelope satisfactory for 
mailing these classes of documents. Envelope manu- 
facturers are now supplying two envelopes to be used 
in mailing the simplified invoice form as wel! as the 
standardized checks. These two envelopes are of the 
same size, 354 by 85% in. The only difference is in the 
size and location of the window 




















Users of either Standard or Uniform Invoice Forms are 
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New England Hardware Assn. 
Enjoys Annual Fall Outing 


The New England Iron & Hardware 
Association held its annual fall outing on 
Tuesday, Sept. 25, at the Tedesco Country 
Club, Swampscott, Mass., with approxi- 
mately 100 members and guests attending. 
The afternoon was given over to a golf 
tournament and the evening to dinner and 
presentation of prizes. No business was 
transacted. 

A. P. Chase, Chase, Parker & Co., Bos- 
ton, with the best gross golf score, was 
awarded a hand bag donated by Franklin 
E. Bragg, N. H. Bragg & Sons, Bangor, 
Me., president of the New England organi- 
zation. Mr. Chase also won the Damon 
cup, donated by the Fitchburg Hardware 
Co., Fitchburg, Mass., which has been 
played for by members for three,or four 
years. 

C. B. Doten, H. L. Doten & Sons, Bos- 
ton, with the second best score, was award- 
ed a clock donated by the Bethlehem Steel 
Co. The best net score was halved by 
A. B. Peck, American Screw Co., Provi- 
dence, R. I., and George M. Heath, Atlas 
Tack Co. Mr. Heath won the toss and 
selected a golf bag donated by the Central 
Alloy Steel Corporation, while Mr. Peck 
took a silver platter given by the John B. 
Varick Co., Manchester, N. H. With the 
second best net score eliminated, George 
E. McClintock, John B. Varick Co., with 
a third, was awarded a dozen golf balls, as 
was E. C. Church, E. C. Church Co., 
Providence, with the fourth best net score. 
Three players had the fifth best net score, 
Peter Gray, Peter Gray & Son, Inc., Cam- 
bridge, Mass.; L. W. Barta, Avery & Saul, 
South Boston; and Samuel Boyed, E. 
Corey Co., Portland, Me. Mr. Boyed won 
the toss and was given a dozen golf balls. 
The golf balls were donated by the Amer- 
ican Steel & Wire Co., Boston; the Stand- 
ard Horse Shoe Co., Boston; and The 
Belcher, Loomis Hardware Co., Provi- 
dence, R. I, 

Roy F. Williams, Ames Shovel & Tool 
Co., North Easton, Mass., during the din- 
ner entertained the gathering with piano 
selections. Chauncey B. Doten, chairman 
of the golf committee, presented the prizes. 
Mr. Bragg presided at the dinner. 





Scarsdale Supply Co. Moves 


The general offices of the Scarsdale 
Supply Co., Scarsdale, N. Y., have been 
removed from Garth Road to the Scars- 
dale Supply Co. Bldg., at the corner of 
Popham and Chase Roads. The tele- 
phone number is Scarsdale 400. 





Scherer Now Cincinnati Mégr. 
for Wheeling Steel Corp. 


Arthur F. Scherer, Cincinnati, Ohio, 
district sales manager for the Wheeling 
Steel Corp., Wheeling, W. Va., has re- 
signed, and Hubert B. Miller, for the past 
year in the Detroit district sales office, has 
been named to succeed him. 

Mr. Scherer has been associated with 
the Wheeling Corp. or its subsidiaries for 
the past 16 years. He intends to enjoy a 
long period of rest on the Pacific Coast. 





Mr. Miller has been engaged in the steel 
business for 21 years. Starting in 1907 as 
clerk with the Otis Steel Co., he was 
elected secretary of that company in 1919, 
and resigned that position in March, 1927, 
to go with the Wheeling Steel Corp. 





Paul Armstrong Dies—Pres. 
Armstrong Brothers Tool Co. 


Paul Armstrong, president and one of 
the founders of the Armstrong Bros. 
Tool Co. and Armstrong-Blum Mfg. Co., 
both of Chicago, IIL, died in his home at 
River Forest, Ill., on Thursday, Sept. 20, 
in his 66th year. He had been in failing 
health for several months. 








PAUL ARMSTRONG 
Armstrong Bros. 











The career of Paul Armstrong was con- 
spicuously successful. He was born in 
Perth, Scotland, on Jan. 13, 1863, and 
came to this country with his parents 
when three years of age. 

In 1893, while still a young man, he, 
with his brothers, John, Hugh and James, 
founded the Armstrong Bros. Tool Co. in 
Chicago, for the manufacture of machin- 
ists’ tools. John Armstrong died in 1923, 
Hugh passed away in 1925, and James re- 
tired a few years ago, leaving Paul Arm- 
strong to direct the destinies of the cor- 
poration. 

It has been said that Mr. Armstrong 
was more largely responsible than any 
other man for the universal adoption of 
the tool holder system in the use of ma- 
chine tools. 

He was a member of numerous clubs 
and fraternal organizations. During the 
World War he was active in the several 
Liberty Loan Campaign activities. 

He is survived by his widow, three sons 
and three daughters. The three sons and 
his four nephews continue in the active 
management of the concern. 





Dover Mfg. Co. Appoints 
Fulwiler & Chapman 


The Dover Mfg. Co., Dover, Ohio, an- 
nounces the appointment of Fulwiler & 
Chapman, manufacturers, representatives 
of 915 Atlanta Trust Co. Building, At- 
lanta, Ga., to represent the coming in the 
southeastern territory. 





New Britain Manufacturers 
Show Products at Local Show 


At the Home Progress Exhibition hold 
on Oct. 3 at the Stanley Arena, New 
Britain, Conn., the products of Landers, 
Frary & Clark; P. & F. Corbin Co.; 
Skinner Chuck Co.; Fafnir Bearing Co.; 
Beaton & Cadwell Co.; Union Mfg. Co.; 
and other New Britain plants will ex- 
hibit plumbing fixtures, cutlery, household 
appliances, as well as many kinds of hard- 
ware. It will be the first time New 
Britain people will have an opportunity to 
see the merchandise manufactured in that 
city at one showing. 


Wagner Electric Corp. Makes 
Changes in Sales Divisions 

The Wagner Electric Corp., 6400 Ply- 
mouth Ave., St. Louis, Mo., announces the 
transfer of H. D. Epting from its Phila- 
delphia sales office to the Atlanta sales 
office. In the past few months the sales 
force of the Wagner Electric Atlanta office 
has been increased by 200 per cent in an 
effort to keep up with the rapid expan- 
sion of that new district opened up a year 
ago. 

The corporation also announces the addi- 
tion of R. W. Piper to its transformer 
sales division. Mr. Piper will travel the 
Wagner southeast district, including a sec- 
tion of West Virginia and the states of 
Virginia, North Carolina, South Carolina, 
Alabama and Florida. 

Mr. Piper is well acquainted in this dis 
trict, as he was formerly with the Pitts- 
burgh Transformer Co., for whom _ he 
traveled this district from 1924 until a few 
weeks ago. 


New Orleans Paint & Hardware 
Men Form Local Association 
Officers have recently been elected by 

the newly organized Paint and Hardware 

Dealers Association of New Orleans, La. 

P. H. Lane, president of the local Paint, 

Oil and Varnish Club, has been elected 

president of the new organization. R. 

Charles is vice-president, Walter Judlin, 

treasurer, and A. H. Aucoin, secretary. 
The aims of the Paint and Hardware 

Dealers Association are to establish a 
credit bureau to protect accounts, an ex 
change for mutual reduction of over- 
stocks among members and a combination 
to study the chain store and mail order 
competition existing at the present time. 


W. G. McConnell Dies—President 
The King-Eells Hardware Co. 


Wesley G. McConnell, president of 
The King-Eells Hardware Co., retail dis- 
tributor in East Liverpool, Ohio, died re- 
cently in his 59th year, after an illness 
of several months. He had been identi- 
fied with the firm for about 18 years and 
was active in the store until about three 


months ago when ill health compelled 
his retirement. His widow and daughter 
survive. 
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Chase Brass & Copper Co., Inc., 
Announces Important Expansion 


In a recent announcement, F. S. Chase, 
president of the Chase Brass & Copper Com- 
pany, Inc., Waterbury, Conn., states that 
all products formerly sold by the Water- 
bury Mfg. Co., Waterbury, Conn., and 
the U. T. Hungerford Brass and Copper 
Co., New York City, will now be sold 
under the Chase name and mark. 

The first and original plant of the Chase 
Companies, Inc., was the Waterbury Mfg. 
Co., which was founded in 1837. It was 
formerly called Hitchcock’s, and later be- 
came known as the United States Button 


Co. In 1876 it was incorporated under 


the new name of Waterbury Mfg. Co., 
and in 1882 employed about 37 men in 
the 


contrast with several thousand em- 


ployed today. 





CHASE 


So much brass was being used by 1900 
that a new plant called the Chase Rolling 
Mill Co. was built to cast and roll the 
metal needed. Gradually this second unit 
of the company entered the market as 
producers of Chase brass sheet, rod, wire 
and tubing. Later, in 1910, with a view 
to the future of the brass business, a sec- 
ond brass mill, the Chase Metal Works, 
was founded. It is today one of the 
largest and best equipped brass and copper 
mills in the country. 

In 1917 these three plants were merged 
into the present Chase Companies, Inc., 
who last year bought the assets of the 
U. T. Hungerford Brass & Copper Co. 
Both the Chase and Hungerford chains of 
warehouses in principal cities were united 
and merged into a separate company 
named the Chase Brass & Copper Co., 
Inc., which in addition to its warehouse 
business acts as the selling and distribut- 
ing company for the products from the 
mills and factories of the Chase Compa- 
nies, Inc. 

This chain of Chase Brass & Copper Co., 
Inc., warehouses is now one of the largest 
and most complete brass and copper ware- 
house systems in the world. 

The new trademark, a figure half horse 
and half man with bent bow and drawn ar- 
row—so aptly illustrative of the chase and 
so of the firm name—is distinctive and un- 
mistakable. In addition to its use on all 
other products of the companies now 
amalgamated, it will appear on the well 
known Alpha brass pipe. 





Reliance Mfg. Co. Reorganizes 
W. H. Crawford New President 


The Reliance Mfg. Co. of Massillon, 
Ohio, one of the country’s largest manu- 
facturers of lock washers, has been re- 
organized. 

Frank C. McLain, president of the com- 
has retired, being succeeded by 


pany, 





W. H. Crawford, formerly secretary and 
treasurer. E. W. Hart, vice-president of 
the organization, has retired. H. J. 
McGinn, formerly general sales manager, 
has been made vice-president and general 
manager. 


O. F. Haas Made Asst. Gen. Mgr. 
of Atlantic-Federal Division 


The National Lamp Works of General 
Electric Company, Cleveland, Ohio, an- 
nounces the appointment of O. F. Haas as 
assistant general manager of the Atlantic- 
Federal Division at 441 Lexington Avenue, 
New York City, effective Oct. 1. 








0. F. HAAS 











Mr. Haas was born in El Paso, Ill., and 
in 1918 received the Bachelor of Science 
degree in Electrical Engineering from the 
University of Illinois. He came to Nela 
Park in that year and has since worked 
with Ward Harrison, director of illumi- 
nating engineering. He became interested 
in street lighting activities, and today is 
recognized as one of the foremost author- 
ities on this subject. 

Two of the best lighted streets in the 
world, State Street, Chicago, Ill., and Su- 
perior Avenue, Cleveland, Ohio, are in part, 
the result of Mr. Haas’ efforts. He was 
also instrumental in floodlighting the new 
Ohio Bell Telephone Company in Cleve- 
land. When the United States Govern- 
ment began working on a transcontinental 
airway system, Mr. Haas offered many 
lighting suggestions for which he was cited 
by the United States Post Office De- 
partment. 

He is also wel! known as an airport 
lighting expert, and the plans for lighting 
Cleveland’s busy airport were drawn up 
under his direction. 





C. L. Sutter Now Adv. Manager 
Aluminum Goods Mfg. Co. 


Charles L. Sutter, who has been for sev- 
eral years assistant advertising manager of 
the Aluminum Goods Mfg. Co., Manito- 
woc, Wis., has been made advertising man- 
ager, succeeding A. A. Gerpheide, resigned. 

W. H. Watson is now assistant adver- 
tising manager. 





—. 


R. I. Dowd Sells His Interest 
in the R. I. Dowd Knife Works 


Robert I. Dowd, president of the R, I. 
Dowd Knife Works, Beloit, Wis., recently 
sold his interests in the company to Her- 
bert Simonds of A. A. Simonds & Son 
Co., Dayton, Ohio, manufacturer of knives, 

It is understood that the Simonds com- 
pany is consolidating several organizations 
manufacturing knives. 

No announcement has been made regard- 
ing the interests of G, A. Dowd in the 
concern, of which he is secretary and treas- 
urer. The R. I. Dowd Knife Works was 
founded at East Lee, Mass., by R. J. 
Dowd, father of R. I. and G. A. Dowd, in 
1857. It was moved to Beloit several years 
ago and produces a line of knives for in- 
dustrial purposes. 


Damon Raike & Co. Open Office 
in Montreal, Canada 


Damon Raike & Co. manufacturers 
and importers, with headquarters at 1401 
West Jackson Boulevard, Chicago, IIl., an- 
nounce the opening of a Canadian office 
and warehouse at 570 Craig Street East, 
Montreal. E. J. McLelland will be in 
charge of this office. 





Briggs & Stratton Corp. Buys 
Evinrude Motor Company 


Briggs & Stratton Corp., Milwaukee, 
Wis., recently announced the purchase of 
the Evinrude Motor Co., also of Milwau- 
kee. The latter company is being oper- 
ated by its regular organization and no 
change in personnel is contemplated. 





Alphonse Jager Dead 


Alphonse Jager of the Wyandotte, 
Mich., hardware firm of Jager-Asmus, 
was killed instantly on Sept. 14 when the 
automobile which he was driving was 
wrecked near Michigan City, Ind. Mr. 
Jager’s son, Gerald, was in the wreck, 
but escaped with minor injuries. 

Mr. Jager had been engaged in the 
hardware business in Wyandotte for 
many years, and his store is considered 
to be one of the finest in the locality. 
His widow and two sons survive. 





Lovell Mfg. Co. Publishes 
Interesting Wringer Booklet 


A most interesting booklet devoted to 
the advantages of proper clothes wringing 
with modern clothes wringers has been 
recently published by the Lovell Mfg. Co., 
Erie, Pa. 

“Wringing—The Secret of a Whiter 
Wash,” tells of the inadequacy of hand 
wringing and the application of the old 
pressure principle to the modern clothes 
wringers manufactured by the company. 
Many illustrations make for easy and in- 
structive reading. The company will 
gladly send this booklet to any interested 
dealer. 
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Dr. Drummond Retires—Was 
Chairman of Devoe’s Board 


Dr. |. W. Drummond, chairman of the 
board of directors of Devoe & Raynolds 
Co., Inc., 1 W. 47th St., New York, N. Y., 
recently retired from active participation 
in the affairs of the company, after serv- 
ing the organization for more than 50 
years. 

Dr. Drummond’s connection with Devoe 
& Raynolds dates back 50 years when he 
joined the organization as a chemist. He 
was elected a director of the company in 
1892 and still later was made secretary, 
subsequently second vice-president in 1917. 
He was elected first vice-president in 1919, 
treasurer in 1923 and later in that year 
became chairman of the board. 





Boxes of Hardware for China 
Should Weigh Less Than 60 Lbs. 


Boxes of hardware exported to China 
should not weigh more than 60 Ib. 
gross weight, says an announcement 
‘issued by the Wooden Box Bureau of 


the National Association of Wooden 
Box Manufacturers and the National 
Lumber Manufacturers Association, 111 


Washington Street, Chicago, III. 

In a report to the U. S. Department 
of Commerce, Consul Leroy Webber at 
Chefoo, China, says than the 60 Ib. 
packages permit transportation by coolie 
pack to interior or local points without 
the necessity of repacking. 

Articles that are inclined to rust 
should be oiled or greased and wrapped 
in paper, then packed in strong wooden 
boxes that will withstand the rough 
handling in transit. . 





J. C. Forster Dies—Was Veteran 
Pittsburgh Hardware Man 


John C. Forster, who in his early days 
was engaged in the hardware business and 
long active in the manufacture of hard- 
ware novelties, died at Atlantic City, N. J., 
Sept. 22, He was born in Germany 75 
years ago; he had been a resident of 
Pittsburgh for 63 years. 

Mr. Forster was associated with Flem- 
ing & Hamilton, hardware dealers, before 
he organized his own company, which first 
was known as J. C. Forster & Son, and 
later the Forster Mfg. Co., 2915 Penn 
Avenue, Pittsburgh. Mr. Forster retired 
from active business about two years ago. 





William R. Moyes Leaves Union 
Tool Chest Co., Inc. 


William R. Moyes recently resigned as 
vice-president and general manager of the 
Union Tool Chest Co., Inc., Rochester, 
N. Y., and affiliated companies. Mr. 
Moyes’ resignation terminates a connec- 
tion of 20 years with the organization. 


G. M. Baird & Co. Succeeds J. 
D. Poehler in Memphis, Tenn. 


G. M. Baird & Co., Memphis, Tenn., have 
succeeded John D. Poehler of that city 


as Southern representative for a group | 
of hardware and implement manufacturers. | 
This change was brought about by Mr. | 
Poehler’s acceptance of the sales manager- -| 
ship of the Holloman Cultivator Harrow 
Co. 

The Baird Company will hereafter rep- 
resent the General Wheelbarrow Co., 
Sterling Tire Corp., Empire Plow Co., 
Signal Aluminum Co., as well as several 
other firms. 





WARNING! 


It has been reported to the 
publishers of HARDWARE 
AGE, that a man giving the 
name of Ulmer, professing to 
represent the publicity de- 
partment of HARDWARE 
AGE, has been asking execu- 
tives of hardware firms to 
supply him with photographs 
for the use of this publication. 
Upon question by a New 
York jobber this man said he 
represented a New York City 
photographer. 

No one has the authority 
to represent HARDWARE 
AGE except staff members 
and all photographs and 
other material for this publi- 
cation are obtained by them 
or other properly accredited 
persons. 

Please do not honor any 
such requests unless the per- 
son or persons are known to 
you, or can show legitimate 
credentials properly author- 
ized by this publication. 
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The Addison-Leslie Co. Adds 
to Canton, Mass., Plant 


The Addison-Leslie Co., manufacturer 
of Plastic Wood, recently completed alter- 
ations and additions to its plant at Canton, 
Mass., in order to accommodate an in- 
creased volume of business. 

The company states that Plastic Wood 
Solvent can now be shipped by mail. Pre- 
viously, it was necessary to ship cartons of 
this preparation by express, but under the 
new postal regulations for inflammable 
liquids, delivery can be made by mail. 





Alliance Toy & Specialty Co. 
Becomes Alliance Mfg. Co. 


On Oct. 1 the Alliance Toy & Specialty 
Co., Alliance, Ohio, changed its name to 
the Alliance Mfg. Co. No change in policy 
or personnel is contemplated. 

The company announces that it has added 
a Doo-Klip Pruner, a Doo-Klip Fertilizer 
Sprayer to the Doo-Klip line and has 
made several improvements on its Doo- 
Klip Grass Shear. 


Hornibrook Opens Southern 


Wright Steel & Wire Co. Office 


Edmund L. Hornibrook, who for the 


past three years has been the Southern 
salesman for G. F. Wright Steel & Wire 
Co., 243 Stafford St., Worcester, Mass., 
has moved to Atlanta, Ga., in order to 
establish a Southern sales headquarters for 
the company. Mr. Hornibrook will cover 
the Southern territory from that city. 


Stevens Made Superintendent 
Veeder-Root Hartford Plant 


L. W. Stevens, who was the assistant 
superintendent of the Veeder Mfg. Co., 
Hartford, Conn., before its merger with the 
Root Co, Bristol, Conn., was recently 
made superintendent of the Hartford 
plant of Veeder-Root, Inc., the consolida- 
ted company. 


Van Dorn Electric Tool Co. 
Announces Personnel Changes 


E. J. Phillips, who has been represent- 
ing the Van Dorn Electric Tool Co., Cleve- 
land, Ohio, in Detroit, Mich., has been 
transferred to the San Francisco territory. 
His place in Detroit has been filled by his 
brother, George Phillips. 

J. F. Spaulding has been transferred to 
the Baltimore territory to fill the vacancy 
resulting from the transfer of Jack Beggs 
from Baltimore to the home office in Cleve- 
land. 


“Mrs. Lena Williams Dies 


James W. Williams, general manager 
and treasurer of the Williams Hardware 
Co., well known hardware jobbing house 
in Clarksburg, W. Va., has been re- 
ceiving messages of sympathy from the 
hardware trade due to the recent un- 
timely death of his wife, Lena Williams. 
Mrs. Williams was 61 years of age and 
had been in poor health for several 
months. 


W. B. Pirnie Made Treasurer 
Cheney Bigelow Wire Works 


W. Bruce Pirnie, chairman of the 
board of directors of the Cheney Bigelow 
Wire Works, Springfield, Mass., has been 
made treasurer of the company. Guy M. 
Peterson, vice-president has been made a 
director in place of W. B. Sheehan, re- 
cently resigned, while Ralph E. Freeman 
has been made a member and clerk of 


the board. 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Convention, Atlantic City, N. J., Oct. 15, 16, 17, 18, 
1928. Headquarters, Hotel Marlborough-Blenheim. 
Charles F. Rockwell, secretary, 342 Madison Avenue, 
New York City. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Hotel Marion, Little Rock, sometime in May, 
1929. L. P. Biggs, secretary, 815-816 Southern Trust 
Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE & IMPLEMENT ASSO- 
CIATION CONVENTION, San Francisco, Feb. 12, 13, 14, 
1929. LeRoy Smith, secretary, 112 Market Street, San 
Francisco. 

CONNECTICUT HARDWARE ASSOCIATION CONVENTION, 
February, 1929. Place to be announced later. Henry S. 
Hitchcock, Woodbury. 

Ittinois Retail HARDWARE ASSOCIATION CONVEN- 
TION AND Exuisition, Hotel Sherman, Chicago, III., 
Feb. 12, 13 and 14, 1929. P. M. Mulliken, managing 
director, Elgin, III. 

INDIANA RetTaiL HARDWARE ASSOCIATION CONVEN- 
TION, Indianapolis, Jan. 29, 30, 31, Feb. 1, 1929. G. F. 
Sheely, managing director, 911-913 Meyer-Kiser Bank 
Building, Indianapolis. 

Iowa RetaiL HARDWARE ASSOCIATION CONVENTION 
AND Exuisition, Hotel Savery and Des Moines Coli- 
seum, Des Moines, Feb. 12, 13, 14, 15, 1929. A. R. Sale, 
secretary-treasurer, Mason City. 

Kentucky Harpware & IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Seelbach Hotel, Louis- 
ville, Jan. 22, 23, 24, 25, 1929. J. M. Stone, secretary, 
202 Republic Building, Louisville. 

LouIsIANA RETAIL HARDWARE AND IMPLEMENT Asso- 
CIATION CONVENTION, Mansfield, June 17, 18, 19, 1929. 
Guy Nason, Secretary, Starkville, Miss. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisITIon, Detroit, Feb. 5, 6, 7, 8, 1929. 
Headquarters, Hotel Statler. Exhibit at Convention 
Hall. A. J. Scott, Secretary, Marine City. 

MINNESOTA RetaiL HARDWARE ASSOCIATION CON- 
VENTION, Feb. 19, 20, 21, 22, 1929. Place to be de- 
cided later. Chas. H. Casey, manager-treasurer, Nicollet 
at Twenty-fourth Street, Minneapolis. 

MississippP1 RetariL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Gulfport, June 10, 11, 12, 
1929. Guy Nason, Secretary, Starkville. 

Missourt Rerait HARDWARE ASSOCIATION CONVEN- 
TION AND Exnuyisition, Hotel Statler, St. Louis, Jan. 
21, 22, 23, 1929. F. X. Becherer, secretary, 5106 No. 
Broadway, St. Louis. 

MounTAIN STATES HARDWARE AND IMPLEMENT 
AssociATION CONVENTION, Denver, Colo., Jan. 15, 16, 
and 17, 1929. Headquarters to be announced later. W. 
W. McAllister, secretary-treasurer, P.”O. Box 513, 
Boulder, Colo. 

NATIONAL HARDWARE ASSOCIATION CONVENTION, 
Atlantic City, N. J., Oct. 15, 16, 17, 18, 1928. Head- 
quarters, Hotel Marlborough-Blenheim. George A. 
Fernley, secretary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 

NationaL House FurNISHING MANUFACTURERS 
ASSOCIATION CONVENTION, Stevens Hotel, Chicago, IIl., 
Jan. 14, 15, 16, 17, 18, 19, 1929. Warren Edwards, 
secretary, 189 W. Madison Street, Chicago, III. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Lincoln, Feb. 5, 6, 7, 8, 1929. Exhibit will be at 


the University Coliseum. Hotel headquarters will be 
announced later. George H. Deitz, secretary, 414-419 
Little Building, Lincoln. 

New EncLAND HarpwarE DEALERS’ ASSOCIATION 
ConvENTION, Mechanics’ Building, Boston, Feb. 20, 21, 
22, 1929. Geo. A. Fiel, secretary, 80 Federal Street, 
Boston, 9. 

New York STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND ExuisiTion, Rochester, Feb. 5, 6, 
7, 8, 1929. Hotel headquarters, Powers Hotel. Exhibit 
at Edgerton Park. John B. Foley, secretary, 412 City 
Bank Building, Syracuse. 

North Dakota Retatt HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Feb. 12, 13, 14, 1929. 
Place of meeting to be decided later. C. N. Barnes, 
secretary, Grand Forks. 

Ou10 HARDWARE ASSOCIATION CONVENTION AND 
ExuIBiTIoN, Cincinnati, Ohio, Feb. 19, 20, 21, 22, 23, 
1929. Headquarters, Gibson Hotel. James B. Carson. 
secretary, 315 Mutual Home Bldg., Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Jan. 29, 30, 31, 1929. Chas. L. 
Unger, secretary, 207-208 Bloomfield Building, Okla- 
homa City. 

PANHANDLE HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Amarillo, Tex., April 8, 9, 10, 1929. 
C. L. Thompson, secretary, Canyon, Tex. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INc. CONVENTION AND EXHIBITION, 
Commercial Museum, Philadelphia, Feb. 12, 13, 14, 15, 
1929. Sharon E. Jones, secretary, 610 Wesley Building, 
Philadelphia. 

Soutu. Dakota RetatL HARDWARE ASSOCIATION 
CONVENTION, Sioux Falls, Feb. 5, 6, 7, 1929. Chas. 
H. Casey, manager, Nicollet at Twenty-fourth Street, 
Minneapolis, Minn. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASsSOCIA- 
TION CoNvENTION, Los Angeles, Feb., 1929. Definite 
dates to be determined later. H. L. Boyd, secretary, 
508 Spring Arcade Building, Los Angeles. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition in Atlanta, 
Ga., May 14, 15 and 16, 1929. Walter Harlan, secre- 
tary-treasurer, 701 Grand Theater Bldg., Atlanta, Ga. 

Texas HAarpwarRE & IMPLEMENT ASSOCIATION CON- 
VENTION, Dallas, Jan. 22, 23, 24, 1929. Dan Scoates, 
secretary, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Jefferson Hotel, Richmond, Feb. 19, 20, 21, 1929. 
Thos. B. Howell, secretary, 602 Broad Street, Richmond. 

West VIRGINIA HARDWARE ASSOCIATION CONVEN- 
TION AND ExHIBITION, Fairmont, Jan. 22, 23, 24, 1929. 
James B. Carson, secretary, 315 Mutual Home Bldg., 
Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT AND HARDWARE ASSO- 
CIATION CONVENTION AND ExuisiTion, Kansas City, 
Mo., Jan. 15, 16, 17, 1929. Hotel President, general 
headquarters. Sessions will be held in Missouri Theater, 
and the Western Hardware Show will be held in Con- 
vention Hall. H. J. Hodge, secretary, Abilene, Kan. 

WIsconsIN Retail HARDWARE ASSOCIATION CON- 
VENTION AND ExuisiTIon, Auditorium, Milwaukee, Feb. 
5, 6, 7, 8, 1929. P. J. Jacobs, secretary, Stevens Point. 
Exhibit manager, George W. Kornely, 1476 Green Bay 
Avenue, Milwaukee. 
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Washington News Letter 


Credit survey expected to obtain vital information to guide retailers— 
Simplified Practice for coated abrasive products—Preliminary work on 
chain store enquiry—Do smaller manufacturers practise simplification? 


(Washington Bureau of HARDWARE AGE) 

Study of retail credit throughout 
the United States has been started 
well under way. The inquiry, requested 
by the National Retail Credit Associa- 
tion, is under the auspices of the Depart- 
ment of Commerce, and the latter has 
just made the selection of 45 members 
of the association who have volunteered 
their services as chairman of their 
particular state organizations to co- 
operate in obtaining the necessary in- 
formation. 

The association, being convinced on 
the basis of its intimate knowledge of 
credit conditions that there is a serious 
lack of reliable information regarding 
credit and consequently that many con- 
clusions are being reached which may 
be false and even dangerous, asked 
that a survey of the entire country be 
made. It is also felt that information 
of this type should be collected by a 
governmental agency so that the re- 
sults can be made readily available to 
everyone on an impartial basis with 
absolute assurance that the separate 
returns of firms and individuals will 
be held strictly confidential. The prin- 
cipal questions asked are based upon 
three major subjects, cash transactions, 
open credit and deferred or installment 
payments. Other questions relate to 
the monthly balance, collections, bad 
debts, and the detailed administration 
of credits. 

Dr. Julius Klein, director of the Bu- 
reau of Foreign and Domestic Com- 
merce, has said that the credit struc- 
ture built up between the retailers and 
the consumers presents some of the 
greatest problems facing business to- 
day. The kinds of credit in use are 
recognized as not being new, but some 
of their forms are new, and the amount 
of consumer purchasing on credit is 
said to have been increasing greatly 
during the last eight or 10 years. It is 
held by those closest to the situation 
that these credit operations are being 
conducted without sufficient knowledge 
of the underlying and ruling facts. 
For this reason the survey was decided 


upon, and it is expected to disclose, 


vital information which will guide re- 
tailers in the conduct of their business. 


_ Following the approval of a tentative 
simplified practice recommendation for 
coated abrasive products by a confer- 
ence of all interested elements in the 
industry, the Division of Simplified 
Practice, Department of Commerce, 





By L. W. Moffett 


and users of the commodity for signed 
acceptances to the recommendation. 
The Division has just announced that 
this project is now in effect, as of 
Sept. 1, 1928, since a sufficient number 
of signed acceptances, representing at 
least 80 per cent by annual production, 
have been received from the industry. 
At the time the project was considered 
by the general conference, it was stipu- 
lated that the industry would have un- 
til Jan. 1, 1929, to get rid of stock 
manufactured previous to the promul- 
gation to the amplification which is 
known as Simplified Practice Recom- 
mendation No. 89, Coated Abrasive 
Products. 


Announcement has been made by the 
Federal Trade Commission that consid- 
erable preliminary work has been done 
in connection with its chain store in- 
quiry, and the plan of conduct for the 
inquiry is now taking more definite 
shape. This study was directed by the 
Brookhart resolution. The commission 
was ordered to inquire into the chain 
store system and to report on the ex- 
tent to which consolidations have been 
effected in violations of anti-trust 
laws; whether such consolidations or 
combinations are repugnant to the 
Federal Trade Commission act, and 
what legislation, if any, should be en- 
acted for the purpose of regulating and 
controlling chain store distribution. 

The commission has nearly com- 
pleted a draft of its report on open 
price associations and after such re- 
vision aS may appear necessary the 
report will be forwarded to the Senate 
in response to a resolution from that 
body. It directed the commission to 
undertake an inquiry into the number 
and nature of open price associations, 
the names of such associations and the 
number of members thereof. The Sen- 


ate desired to know further to what | 


extent, if any, the effect of such asso- 
ciations has been to maintain uniform 
prices among members, and whether 
such open price associations engage in 
other activities and, if so, the nature 
and effects of such activities with re- 
spect to alleged violations of the anti- 
trust laws. 

According to the commission, the co- 
operation it has received in its study of 


resale price maintenance has aided ma- | 


terially in the progress of the inquiry. 
The response to the various schedules 





| circularized the producers, distributers | and questionnaires sent out is declared 


to have been “excessive.” The drafting 
of the report is in progress with the 
expectation of submitting it to Con- 
gress at the beginning of the session in 
December. 


In answer to the question, “Do the 
smaller manufacturers participate in 
simplification?” the Bureau of Stand- 
ards has submitted the statement that 
46 per cent of the 212 producer-accep- 
tors behind 10 simplified practice rec- 
ommendations are capitalized at $500,- 
000 and over, 26 per cent between 
$100,000 and $500,000 and 14 per cent 
below $100,000. The capitalization of 
13 per cent of these acceptors is not 
reported. Analysis of the published 
credit ratings of the 212 acceptors re- 
viewed show 41 per cent rated at $500-, 
000 and over; 32 per cent between $75,- 
000 and $500,000; 12 per cent between 
$3,000 and $75,000, and 15 per cent 
“not reported.” Among the 10 simpli- 
fied programs mentioned are those re- 
lating to files and rasps, sizes reduced 
from 1351 to 475, a cut of 65 per cent; 
range boilers, reduced from 130 to 13, 
a cut of 90 per cent; builders’ hard- 
ware, items reduced from 6948 to 
5130, a cut of 26 per cent and finishes 
reduced from 110 to 29, a cut of 71 
per cent; eaves trough and conductor 
pipe, reduced from 21 to 16, a cut of 
24 per cent; steel lockers, reduced from 
65 to 17, a cut of 74 per cent, and 
wrought iron and wrought steel pipe, 
valves and fittings, sizes of valves and 
fittings reduced from 20,000 to 19,238, 
a cut of 4 per cent, and sizes of pipe 
reduced from 62 to 49, a cut of 21 per 
cent. 

All of the ten programs have been 
in operation sufficiently long to permit 
determination of the adherence accorded 
them by their producer-acceptors. The 
average adherence—for example, per 
cent of product conforming to the terms 
of the simplification program—for 
these 10 is 90.3 per cent. Since the 
bureau does not indorse and publish any 
recommendation until the latter has 
been accorded 80 per cent acceptance 
by the industry according to the volume 
of output, the figures indicate that the 
smaller as well as the larger compa- 
nies are cooperating in simplification. 
The relatively high degree of adherence 
to the recommendations indicates that 
manufacturers, large and small, are 
finding simplification beneficial. 























































































Hardware Market Conditions 
Show Continued Activity 


NEW YoRK, Oct. 3.—Reports from important market centers in- 
dicate that the development of fall trade continues to show improve- 
ment and that jobbers and retailers are confident of a brisk trade 
through the closing months of the year. 

Guns, ammunition and sporting goods in general are enjoying a 
particularly active sale at this time, and seasonal lines are in active 


demand in practically all markets. 


The cool weather of the past 


week has helped stimulate fall and winter items. 
The price situation is, in the main, steady and the tendency is to- 


ward firmness. 
Collections are averaging fair. 


Bank Clearings Show 7.5 Per 
Cent Increase in United States 


Bank clearings in the United States 
for the week ended Sept. 20, as re- 
ported to Bradstreet’s Journal, aggre- 
gated $12,176,587,000, as against $11,- 
322,692,000 last week and $11,311,- 
963,000 in this week last year. There 
is here shown an increase of 7.5 per 
cent over last week and of 7.6 per cent 
over the like week a year ago. Canadian 
clearings aggregated $333,409,000, 
against $323,114,000 last week and 
$326,149,000 in this week last year. 


U. S. Bank Debits Increase 7.1% 
to $17,118,650,000 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ended Sept. 19, aggregated $17,118,- 
650,000, or 7.1 per cent above the total 
of $15,988,171,000 reported for the pre- 
ceding week, and 11.4 per cent above 
the total for the week ended Sept. 21, 
1927. 

Aggregate debits for 141 centers for 
which figures have been published 
weekly since January, 1919, amounted 
to $16,217,429,000, as compared with 
$15,169,577,000 for the preceding week 
and $14,521,252,000 for the week ended 
Sept. 21, 1927. 


Last Week’s Price Average 99.8 
Per Cent, Says Fisher 


Prof. Irving Fisher of Yale Univer- 
sity announced Sept. 23 that the previ- 








ous week’s wholesale commodity prices, 
based on Dun’s quotations, averaged 
99.8 per cent. The purchasing power 
of the dollar was 100.3c on a 1926 basis 
of 100c. 

Crump’s index for the week on the 
revised 1926 level was 91.8. 

The Italian index on the revised 
1926 level for the week ended Sept. 15 
was 74.6. The average for August was 
74.3. 


Commodity Prices Show Decline 
Week Ended Sept. 22 


Prices of commodities during the 
week ended Sept. 22 declined one-fifth 
of 1 per cent, according to the whole- 
sale price index of the National Fer- 
tilizer Association. Material declines 
occurred in fats, 1.8 per cent, and 
grains, feeds and live stock, 1.9 per 
cent. The declines in fats occurred in 
the heavily weighted items of lard and 
butter, and for grains, feeds and live 
stock, in cattle, hogs, sheep and barley. 
Significant advances occurred in cotton, 
silk, pig iron, copper, lead, structural 
steel, rosin, turpentine and caustic 
soda. 

Based on 1926 as 100 and 453 quota- 
tions, the index stood at 95.2 for the 
week ended Sept. 22 and 95.4 a week 
previous. 


Expect Continued Expansion of 
General Trade in U. S. 
There has been some expansion in 


general trade, and more may be ex- 
pected in the next few weeks. It will 








not be surprising, however, if the sea- 
sonal increase in activity is less pro- 
nounced than usual, since the summer 
recession was so slight, says the cur- 
rent survey of The Guaranty Trust 
Co., New York. Railway freight car 
loadings continue to run generally be- 
low the totals a year ago, but by a 
much narrower margin than was shown 
earlier in the year. Although the sales 
of department stores reporting to the 
Federal Reserve Board were 5 per cent 
smaller in August than a year ago, 
the decline is attributed to the abnor- 
mally active business in some lines in 
August, 1927, due to unseasonably cool 
weather. Sales of leading mail-order 
houses last month were 22 per cent 
larger than a year earlier. The weekly 
totals of bank debits to individual ac- 
counts outside of New York City con- 
tinue to run consistently above last 
year’s figures. 

Commenting on September business 
this survey says in part: A continued 
high level of general trade activity, 
with seasonal expansion in some lines, 
and a further tightening of money 
rates have been the outstanding fea- 
tures of the business situation during 
the current month. The fall stimulus 
is under way, and at present there is 
every prospect for a continuance of 
sustained business activity to the end of 
the year, at least. Although money con- 
ditions have undoubtedly operated in 
some instances as a check on trade vol- 
umes, neither high interest rates nor 
the uncertain influences traditionally 
ascribed to approaching Presidential 
elections have served to bring about a 
lower level of activity or to dampen 
the spirit of optimism that has been 
developing in business circles for sev- 
eral weeks. 


Grebe Reduces List Price 
on A. C. Radio Receivers 


A. H. Grebe & Co., Inc., New York 
and California, radio manufacturers, 
announce a reduction on the Grebe 
Synchrophase A. C. Six line of radio 
receivers. Though dealers’ discounts 
are unchanged, the new list prices are 
as follows: 

East of West of 

Denver Denver 
A. C. Six receiver .. $197.50 $202.00 
A.C. Six Special .... 178.00 180.00 
A.C. Six (25 Cycle) 200.00 205.00 
A. C. Six Special (25 

| ee 180.00 183.00 
De Luxe Console.... 510.00 520.00 
Power Amplifier Ta- 

et OR 227.00 231.00 


The reduction affects only the Grebe 
A. C. line. 
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Fair Business Conditions Reported 


in Cleveland Market—Prices Steady 


(Cleveland oftice of HARDWARE AGE) | Dry Cell A _ batteries, No. 7111, 
354%c. in standard packages; 40c. in 


CLEVELAND, Oct. 2.—Hardware jobbers are doing a fair amount broken lots; Columbia igniter dry cell 
32 ; ar pack - 


butteries, 324.c. in standard 


of fall business. The volume of September sales was virtually the ages; 36c. in broken lots. 

same as during the corresponding month last year. Dealers are | go_Ts AND NUTS.—The demand is 
buying staples and specialties to keep their stocks up, but are not fairly heavy. ro te are firm. Manu- 
purchasing much seasonal merchandise for winter or spring. Elec- | facturers have reaffirmed the present 


trical household appliances have become quite active, particularly | iscount for the fourth quarter. 
toasters and heaters. Radio equipment is in good demand and the TAILERS, Fe CLEVELAND. 


outlook for a heavy volume of business in this line this fall is very Fe ig Mca Goch nag ed 
promising. Broadcasting of presidential campaign speeches is evi- an extra 20 per cont for fall case lots. 
dently stimulating the call for radio sets and accessories. Guns thread, hot pressed and cold punched 
and ammunition are active. Mill supplies are moving well, particu- | fist. ‘Holts ‘with rolled thread G0 and 
larly pipe. Such winter merchandise as sleds, skates, skiis and And’ 10 per cent off list, Semi-fnished 

nuts in bulk, 60 per cent o ist; 5 


snow shovels do not show much life. per cent for packages. 

Prices are steady with few changes. Butts have advanced 1 cent é fic ; 
per pair. Manila rope has declined 1 cent per pound, but a 1-cent ert Pinging Se _ 
addition has been made to the differential on several of the smaller | oy putts. Other prices are unchanged. 
sizes. Quite a little rope business is being taken for spring delivery | The demand is quite good. 


subject to next year’s prices, which have not yet been announced. JOBBERS' QUOTATIONS TO RE- 
° ‘ e . © TA i .O.B, LEVELAND: 

Collections are fair, showing little change from the previous few gee als Teg yl 

k doz.; heavy strap hinges, 6 in., $1.45 

weeks. per doz.; 8 in., $2.38 per doz.; extra 

we heavy T hinges, 6 in., $1.73 per doz.; 

» $2.80 per doz. 

16.60 21.3 2.7 Butts, case lots; 3 in., 17%c. per 


AUTOMOBILE TIRES AND ACCES- Sandie 15 2 "05 y 2. pair; 3% in., 18c. per pair; 4 in., 24c. 


SORIES.—While tires are not moving 35x44 ¥ 3. per pair; for less than case lots all 
36x4% 3. sizes are 1c. to 2c. per pair higher; 


as well as a few weeks ago, the demand 30x5 : ares 26.20 | y 3.25 Butts with sand blasted finish are 4c. 

is about normal for this time of the 33x5 91-7 28:95 8 3°55 per pair higher. 

34x5 er 31.15 y 3.65 Ornamental hinges, standard finish, 

year 35x5 23.: 31.85 ; 3.8 $1 per doz.; nickel finish, $1.25 per 
JOBBERS’ QUOTATIONS TO RE- 37x5 Sue 28.05 doz.; sand blasted finish, $1.20 per 

TAILERS, F.O.B. CLEVELAND: 32x6 eh 32. 40 3 ply doz. 
" bes: 32x6 ccm ply 
—" ta wr | 2! 46:60 10 ply CORRUGATED ROOFING. — Orders 
$4xi see» G0.15 10 ply for this are not very plentiful. Prices 
are unchanged. 


Regular D 38x7 1... 65.35 10 ply 
Tires Sizes 4 Ply 6 Ply 36x8 aes 85.35 12 wd 
27x4.40-19 a eer F 40x8 — 91.60 12 ply 
29x4.40-21 " $9.75 : JOBBERS’ QUOTATIONS TO RE- 
30x4.50-21 B 11.35 x JOBBERS’ QUOTATIONS TO RE- TAILERS, F.O.B. CLEVELAND: 
28x4.75-19 5 Lent ° TAILERS, F.O.B. CLEVELAND: 28-gage corrugated roofing at $4.01 
29x4.75-20 A Raia J We quote from jobbers’ stocks, for 1% in., and $3.97 for 2% in. per 
30x4.75-21 f.o.b. Cleveland: Millers Falls, No. square, f.o.b. Pittsburgh, for ten 
29x5.00-19 145 jacks, $3.75. Derf spark plugs, squares oy more. 
30x5.00-20 5 5 ~ all nt i oe of less 
5 than . ampion spark plugs, 
45c. each for less than 100, and 4lc. GAME TRAPS.—Although the trap- 
each for over 100: Champion regular, ping season will soon be here, the de- 
53c. eac or less than 0, all sizes; * 
6ée. endh for over 160. mand does not show much life. 
JOBBERS’ QUOTATIONS TO RE.- 
AXES.—With the winter season ap- bey lag Ae meni 
. . or aps, NO. . * per daozZ.; 
proaching sales show a gain. No. 1, $1.38 per doz. No. 1%, $2.41 
per doz.; Oneida jump, No. 0, $1.59 
JOBBERS’ ba $b ee: TO RE- > -N . z.: N 
TAILERS, F.0.B. CLEVELAND: eo ee 
\ fist grade single pitted, ter as g 
ac nishe andled axes, 19.50 - 
— = ape ange ome $15.50 per GLASS BAKING WARE.—The demand 
0z.; double tted, handled, $24.50 ; : 
per doz.: double bitted, unhandled, is steady and fair. 
$20 per doz.; 60c. increases for dozen JOBBERS’ QUOTATIONS TO RE- 
lots weighing 42 to 48 Ib. and similar TAILERS, F.O.B. CLEVELAND: 
advance for each 6 Ib. additional Casseroles.—Round, or oval, 1 qt., 
j weight increase. ; 1% qt., $1.17; 2 qt., $1.33; square, 
34x7.30-20 ge apt with fancy covers, 
* * 0c. igner. 
7 Mansfield High ‘Pressure Tires and ae cae Lenenaggye are Pe Plates.—8 in., 50c.; 9 in:, 60c.: 
ne moving in very good volume. rices | n., 67c. 
7—Cord Casings——, Heavy | _w 9 nd 
Track Duty ere unchanged. = Pans.—No. 212, 60c.; No. 214, 
—_A——-~, Tubes Utili i NS t+ WN 
30x3 ' i r JOBBERS’ QUOTATIONS TO RE. oso sya, Dishes.—No. 231, 67c.; No. 
bps x TAILERS, F.O CLEVELAND: Teapots.—2 cups, $1.67; 4 cups, $2; 


30x3 2 
30x31, B & C Radio Batteries: 6 cups, $2.33. ; 


Extra size 7.25 : Unit Broken | 
eens xi S.S. 9.10 ; Packages Lots LANTERNS.—Orders are fairly plen- 


tiful. 
JOBBERS’ QUOTATIONS TO RE- 
: hela k oe yee balcony? yt 
j 4 " -80 3. ctor ot blast lanterns, $8.50 per 
15.95 20.55 8 ply : q § i doz.; Blizzard, $13.25 per doz.: D-Lite, 


bat es 
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$13.25 per doz.; large fount D-Lite, 


$14.50 per doz.; Little Wizard, $9 per 


doz.; same with red or green gold, 
$11 per doz. 


LAWN HOSE.—Jobbers are taking a | 
moderate volume of business for early | 


spring shipment. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 

2-braid, molded uncoupled hose, '% 
in., 6%c. per ft.; % in., 7%4c. per ft.; 
% in., 8c. per ft.; coupled hose is 
ic. per foot higher. 


LAWN ROLLERS.—Not many of these | 


have been sold as yet for spring. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND 

No. 4 lawn rollers, 18 x 24 in., sstnies 
bearings, $10 each; No. 5, 18 x 24 in., 
with ball bearings, $12.75 each; No. 7, 
24 x 24 in., with ball bearings, $14.50 
each. 


NAILS AND WIRE.—Nails are moving 
well, but wire is rather quiet. Regular 


prices are being well maintained. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CLEVELAND: 

Nails, factory shipment, car lots, 
$2.65 per keg, less-than-car lots, 
$2.80 per keg; stock shipment, $2.75 
per keg; No. 9 galvanized wire, $3.30 
per 100 lb.; No. 9 annealed wire, $2.85 
per 100 lb.; polished fence staples, 
$3.30 per 100 lb.; galvanized fence 
staples, $3.55 per 100 Ib. 

sjarbed Wire.—Barbed wire, stock 
shipment, Lyman, 4 point, $3.08 per 
80 rod spool. Hog wire, $3.33 per 
80-rod spool. 


OIL AND GASOLINE STOVES AND 
OIL HEATERS.—Oil stoves are in fair 
demand, considerable of the activity 
having developed recently in gas pres- 
sure heaters. New prices are out on 
the Huenfeld line of ovens, which will 
apply to spring delivery, and one or two 


slight changes are made. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 
Perfection oil stoves, white por- 
celain with built-in ovens, No. 339 
with 5 superfex burners, $140; No. 
279, $120; stoves, No. 74, 4-burner, 
$29.50; No. 73, $23.75; No. 72, $18. 
Puritan oil range, white porcelain, 
with built-in oven, No, 249, $122; 
stoves, No. 44, 4-burner, $29.50; No. 
43, 3-burner, $23.25 No. 42, $18. 
Puritan pressure gas white porcelain 
range, with built-in oven, No. 759, 
$128; stoves, No. 714, 4-burner, $38; 
No. 713, $33; No. 703, 3-burner, $26.50. 
Ovens, Perfection, No. 211, 1-burner, 


PREPARED ROOFING. — Sales 
light as retailers generally have good 
stocks bought when prices were con- 
siderably lower. 
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plain door, $2.50; No. 211G, glass door, 
$2.70; No. 122G, 2-burner, glass swing- 
ing door, $6.20. Puritan, No. 424, 
2-burner, glass drop door, $5.50; No. 
42, 2-burner, steel drop door, $5.25. 

Oil heaters, Perfection, portable 
kerosene-burning room heaters, No. 
1686, green porcelain, Pyrex glove, 
$16.50; No. 1526, black japan, Pyrex 
glove, $9.75; No. 1530, black oo 
nickeled trimmings, $9.25; ‘ 5 
black drums and trimmings, 

Dealers’ discount on net purchases 
of above items of less than $100, 30 
per cent; on over $100, 33144 per cent. 

Radiant type gas pressure heaters, 
21. 





PAINTERS’ SUPPLIES.—Both  tur- 
pentine and linseed oil have advanced. 
The demand for paints is not very ac- 
tive. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Turpentine in bbls., 69c. per gal.; 
less than bbl., 84c. per gal. 
Linseed oil in bbls., 89\44c. per gal.; 
less than bbl., $1.04%4c. per gal. 
White lead in 100-lb. kegs, 13%e. 
per lb.; in 50 and 25-lb. kegs, 13%4c. 
per Ib.; in 12%-lb. kegs, 14\4c. per 
Ib. Quantity discounts, 500 Ib. to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 
Enameling lacquers, $1.20 to $1.65. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Popular grades: Light, $1.13 per 
roll; medium, $1.35 per roll; heavy, 
$1.50 per roll; slate surface roofing, 
$2.50 per roll. 


RADIATOR AND REGISTER 
SHIELDS.—A fair seasonal 
has developed for these items. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CLEVELAND: 

Radiator shields, Gem, adjustable, 
No. 1, $4; No. l-a, $4.50; No. 2, $4.50; 
No. 3, $5; No. 4, $5; No. 5, $5.50; No. 
6, $6; No. 6b, $6; No. 7, $6.50; No. 8, 
$7. These prices are list per each 
and subject to dealers’ discount of 30 
per cent. These models with water 
humidifiers are $1 extra each, list. 

Register shields, Gem No. 1, floor 
type, $12; No. 10 floor type, $10: No. 
2, wall type, $6, and No. 20, wall type, 
$5.20. Prices are net to dealers per 
dozen. No. 1 and No. 2 are oxidized 
copper. No. 10 and No. 20 are black 
enameled. 


RADIO EQUIPMENT.—Receiving sets, 


are 


demand 


| 
| 
| 
| 


| 
| 
| 
| 
| 





tubes and other accessories are moving 
well. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CLEVELAND: 

CX No. 112, $3; CX No. 326, $2.50: 
C No. $27, $5; CX No. 380, $4.50; CX 
No. 371A, * $3. 

Philco 6-180-volt, AB-686, socket 
power units, $33; AB-386, $39; AB- 
382, $45; 6-150-volt, AB-663 and AB- 
356, $27; AB-623, $33; 4-volt, Al-463, 
$27. AB-423, $30; 6-volt, A socket 
power units, A-603, $16.50; B socket 
units, B-86, $21; B-603, $16.50; Phileo 
trickle charger, TC-60, $6. 


ROPE.—Manila rope has declined 1e. 
per lb. and an advance of 1c. has been 
made in the differential on small sizes, 
The differentials that are charged are 
% in. and smaller, 4c.; 5/16 in. and % 
in., 5c.; 3/16 in., 6c. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B, CLEVELAND: 
Best grade manila rope at 20\%c. 
per lb. for factory shipment and 2le. 
per Ib. for stock shipment; sisal rope, 
l6c. per lb. for factory shipment and 
16%c. for shipment from stock. 


SHEETS.—Galvanized sheets are mov- 
ing fairly well. Mills appear to be hold- 
ing rather firmly to the advanced price 
for the fourth quarter. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. CLEVELAND: 

24-gage galvanized sheets at $4.45 
per 100 Ib. 


WEATHERSTRIPPING. — This con- 
tinues to move quite well, especially 
copper weatherstripping. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B, CLEVELAND: 

Home Comfort weatherstripping in 
cartons and in 500-ft. reels with reel, 
3%c. per ft.; Airseal, 500-ft. spools, 
2c. per ft. 

Copper weatherstripping, Tac-Ezy, 
36 in. window sets, 90c. each; 42 in., 
$1 each; 3 ft. x 7 ft. door sets, $1.25 
each; coil strip, 1 in., $3.85 per 100 
ft.; 14% in., $4 per 100 ft. 


WINDOW VENTILATORS.—Sales of 
these are starting for early winter 
shipment and a good volume of busi- 
ness is looked for. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. CLEVELAND: 

Diamond E adjustable ventilators, 
8 x 33 in., $3 per doz.; 8 x 39 in., 
$4.80 per doz.; 11 x 33 in., $5.20 per 
doz.; 11 x 39 in., $5.60 per d6z.; 11 x 
47, $6.40 per doz. 





Koral Baby Chair and Crib 


There has recently been placed on the 
market by Ben Koral Co., 351 East Ohio 
St., Chicago, Ill, the Koral Combination 


Baby Chair and Crib. 


KORA 


COMBINATION BABY CHAIR & CRIB 
, tO FOR 


AS A CRIB 


This device hangs over either side 
the front seat of an automobile and 





of 
its 








construction permits it to revolve in any 
direction desired. All parts of the crib 


Oa. 


ON eA 








that come into contact with the upholster- 
ing of the car are rubber covered. To 
convert the chair into a crib, it is only 
necessary to release the front and_ back 
without removing the child from the chair. 
When the crib is open, it measures 31 ins. 
in length. 

The company states that as a chair the 
child is afforded both comfort and safety, 
and when used as a crib, road shocks are 
absorbed, providing comfortable rest. 

The Koral Combination Baby Chair and 
Crib does not obstruct any of the cat's 
entrances and requires no installation of 
tools. It is made of steel with a duco 
finish. When the child is sitting or lying 
down, it can be strapped in securely and 
safely. Packed one to a carton; weight 
9 Ibs. 
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Pittsburgh Hardware Market Stimulated 
by Demand for Seasonal (Goods 


(Pittsburgh office of HARDWARE AGE) | +i et As eae BA RE- 
PITTSBURGH, Oct. 2.—An active market in steel and a high rate) eS Foe eee eee ee and 


100 pieces, 60 per cent 


of steel plant engagement do not mean as much to general business pm: pag = lg 9 igs — ia a At 


in the Pittsburgh district as they did in former years. There is a) cent off list; tire bolts, 60 and 10 per 
cen 0 is 


demand for steel that some describe as the largest and most urgent | idNUts—All styles, 60 per cent off 
that has been seen since war times and an ingot production of fully | Rivete.—Large, $3.50 base per 100 


pieces; small wagon and tinners’ riv- 


85 per cent of capacity. The hardware business is fairly good, | cts, 60 per cent off list. 

in part to a fair degree ivity i s ] 
due in p gree of activity in seasonal goods. Cool) pipers: HARDWARE. 
weather has arrived earlier than usual and it has served as a stimu- | ;. alle ealben, ek: vena chlely 
lating influence on the demand for fall and winter merchandise. | small jobs. Prices hold firm. 


No important price changes have come to light in the past week. 7IOQSBERS! QUOTATIONS TO RE- 
> ° ° ° ° ERS, F.O.B. ITTSBU $ 
There is still room for improvement in collections. Susan Ball tte. plated, del brass 
and antique copper, less than case 
a lots, in 3 in. x 3 in., $18.50 per 100 
, : L = 3% in. x 3% in., $19; 4 in. x 
ALARM CLOCKS. — Good sleeping | Oe ig tg QUOTATIONS TO RE- in., $30. 
weather makes difficult early rising and | en ae “ten Ul -inges. ms eee ong sh io. 
alarm clocks are selling faster. ackages Packages extra aaney T, 6 in., $2.30 per doz.; 
° No. 2 06 in 3.40; 10 in., $5.40; light strap, 
JOBBERS’ QUOTATIONS TO RE- No. 486 2 with screws, packed one pair in a 
TAILERS, F.O.B. PITTSBURGH: No. 72! 2 OF "92 box, 3 in., $9.60 per 100 pair; 4 in., 
Plain Luminous No. 77 . 2's $11.60; light, 2, 3 in., $11 per 100 pair; 
- ig ig No. 763 38 , 4 in., $12.60, 
Big Ben 2.25 ; No AS : Hasps.— Hanger, without screws, 
Baby Ben 2.3 , No. 763 5 “¢ single dozen lots, 3 in., 65c. per doz.; 
America 08 5 No. 7 f : i 79c.; 6 in., $1.05; safety, 3 in., 
Sleep Meter : a No. doz.; 4% in., $1.14; 6 in., 
Ben Hur 1.76 No. 767 b 
EE oe ea views 1.05 to 2.24 1.55 to 3.09 No. 76 2.29 1. Garage Sets.—Swinging hinges, 10 


N 6d , 4 in., $3 per set. 
AUTOMOBILE ACCESSORIES.—Low| pac fo. 6 dry cells. ignition Ps, eae 

i '- i .—No. 935, 6%c. each; 1. ; . 1 . 

agape nave awected — atten no 3e0. thee’: — P+ 0g Be" No. rn CEL-O-GLASS.—Good demand is noted 

of motor car owners to the need 914c.; No. 750, 13%c.; No. 791, 1c. for this product, useful for protection of 


ac ce cee ee | ee ee ce kal ao setall a 
i ‘ n fu -ft. rolls, it sells to retail a 
demand. Spark plugs sell fairly stead-| BEVERAGE AND _ PRESERVING | 19. per sq. ft., f.0.b. Pittsburgh, and in 


ily. Not much interest yet is noted in SUF PLIES. This line is is still good 50-ft. rolls at 12%c. 
chains. in point of sales. 
JOBBERS’ QUOTATIONS TO RE- JOBBERS’ QUOTATIONS TO RE- DOOR MATS.—Demand is growing as 
goog — =i aprgrapin bh grew de ooge ig : winter approaches and the desire of 
e ains.—Lots o t 7. ’ D pe é 
list less 30 per cent: 10 to 49 yoo gross: 28 oz., $8.40; lightning stop- housekeepers to have snow left on the 
{one eens), list less 35 per cent; per, 14 he $7. wot 28 0%., hoes, 18 doorsteps. 
50 pairs and over n h ont), ‘aps.— n single gross lots ec. per 
list less 40 per agg Ra ogy ig gross; 10 gross lots, 17c. per gross; JOBBERS’ QUOTATIONS TO RE- 
to 65c. per pair; pliers, 45c. each; 50 gross lots, 16c. per gross. TAILERS, F.O.B. PITTSBURGH: 
apis. No. 1, $3.60 per carton; No. 2, hae tn pee a4 $9 per doz.; : es $8 to . per doz., scone 
29; o. 3, $3. in o size; wire, 15% in. x 23% in., 
Radiator Compounds. — Nenatured Strainer Sets.— Everedy in dozen $1 ean: 1 in. x 30 in., $1.50; 22 i 
alcohol, 1 to 4 barrel lots, 59c. per lots, strainer stand, $4 per doz.; X 36 in., $2.15; 35 in. x 48 in., $3.33. 
gal.; 5 to 9 barrels, 57c.; 10 barrels eo a bag, $2 per ‘doz.; filter bag, 
or more, 55c.; Prestone, 1} l. and per doz. , — 
fog ow tea Api Scales.—Universal, No. 1021, $1.25; FURNACE CEMENT.—This is the sea- 
cans, $3.80 per gal. No. 11021. $1.55; No. 19221, $2.50; No. son for furnace repairs and for a good 
Spark Plugs.—Lots of 100 or over, 1621, $3.50. d df 
50c. each; less than 100, 53c. each. Waser sare. Pints, $8. pe per BTOSS; emand for cement. 
quarts ); 2 quarts, $1 , 7 
AUTOMOBILE TIRES AND TUBES. Jar Rubbers.—Double lip red, 80c. rite +e orreeonen 
—September sales were fair. canning oe a a Fn tgge = eo 
JOBBERS’ QUOTATIONS TO RE- 0c. per doz.; No. 2, 8 jar, $3.60 per aon ae O-1D. Dass, seC., 
TAILERS, F.0.8. PITTSBURGH: doz.; jar wrench, Tic. per doz. oo ee on 
Mansfield Tires. — High pressure Fruit Presses.—Enterprise, No. 6, $1.75. Oe mee ee Ree 
art, = 9% te, exttn ies. $7.25 $6.25 each; Juicy, 3 at., $3.50 each; $1.75. 
each; straight side, $9. 10; ear ir 6 at., $4.30; 12 t., $6; Brighton, 2 at., : : 
$11.40; 32 x 4 in., $12.10: 33 x 4 in. + ee ie A be nae coe GAME TRAPS.—Advance business 
12.7¢ : e — 94.0 - se, . 
321. 0: Sniloore in., hg 85; = x3: — Cider Presses.—Eagle, single tub, game traps is good. 
x 5 in., $10.75; 31 x 5 in., $11.20; 30 x a a. eee Cant- JOBBERS’ QUOTATIONS TO RE- 
5.25 in., 20 in. rim, $12.50; 30 x 61 clog, single tube, $14.8 TAILERS, F.0.B. PITTSBURGH: 
$1660:'32 x 6 ine SO rime $1740” Meat ‘Choppers. — Enterprise, No. Victor, N 1,10 per doz,; N 
Tubes. — High’ pressure, tan 30° x he ae ae ee See. See Set 1.38: rN : ig % aN ns 33. 
3% in., clincher, $1.40 each: $1 x 4 Kraut ang aw Cutters, —- Saw mp, No. 0, he, 3&2 fo: No. 1. $1.83) 
in., $2.10; 32 x 4 in., $2. 20: 33 ym cutters, Rapid, $3 per doz.; No. 625, jump, Ni $1.58 “Gi ee $1. Ste 
$2.30: 32 'x 4% in., $2.60; 33 4% ig ” $3.60: No. 626, $4.80: Kraut cutters, spr a 0. 1 , $1.28; aib Ni oe ae: 
$2.70: 34 x 4% in., $2.80; 33.x 6 in. No. 672, $1.15 each; No. 673, $1.35. Foe BNE! Roky Feo, No. 4, $670: 
$3.55; gray tubes sell 15c. to 50c. less: Oak Kegs.— . eT ee oe ee 
balloon gray, 29 x 4.40 in., $4.65; 30x White White Oak i 
5 in., $1.95; 31 x + in., $2.05: 30 x 5.25 k Jae Charred FLASHLIGHTS AND BULBS.—There 
in., 20 in. rim, $2.25; 32 x 6 in., $2.65; d “ot op is a seasonally good demand for these 
80 1.95 R 7 


33°x 6 in., $2.85. ¥ . 
BATTERI : ‘ . 0 Ai 3. items. 
f ES.—There is a fair demand “6: "BE "3! JOBBERS’ QUOTATIONS TO RE- 
or dry cell radio batteries and also for y TAILERS, F.0.B. PITTSBURGH: 
flashlight batteries, the use of which 5 "5 4.20 : Lights.—Eveready, No. 3608, afte: 
usually increases at this time of the| BOLTS, NUTS AND RIVETS.—No| S00" 'og3r° dhe: Wo. ‘eeu, ‘Biel; N 
year. real activity, but prices hold very firm. 2619, $1.43; No. 2634, $1.17; No. 2642, 
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$2.73; No. 2672, $2.08; No. 2695, $2.28; 
No. 2645, $3.57. 


Unit Broken 
Packages. Packages. 
Bulbs.— Per 100 Each 
No. 1 and No. 11..:... $6.50 10c. 
No. 13 and No. 14..... 7.15 lle. 
No. 16 and No. 17..... 5.85 9c. 
Oe eee 7.15 llc. 


GUNS AND LOADED SHELLS.— 
Business is good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Loaded Shelis.—Load 3 in. by 1 
in., 12 gage, Repeater or Nitro Club, 
$32.22 per 1000; Ranger, $28; Leader 
or Arrow, $35.80. 

Guns. — Winchester pump, $39.40 
each; Remington pump, 12 to 22 gage, 
$39.45 each; Savage pump, $39.25 
each. 

Rifles.—Winchester, model 02, $5.15 
each; model 92 S. F., round barrel, 
$21.90, octagon barrel, $23.30; model 
94 §. F., round barrel, $25.90, octagon 
barrel, $27.95; model 94 carbine, 
$23.95; model 538, $21.90; model 55, 
$32.95; Remington, repeating, model 
12A, $15.86 each; 14A, $35.46; 25A, 
23.95; Savage, repeating, model 4 
34; model 40, $24; model 99 A & E 
$20.8 90, iB of F $34.50, G, $37.50; RF 


HEATERS.—This line feels the stimu- 
lating effect of weather, which is not 
cool enough to start main house heat- 
ing plants, but chilly enough to require 
some heat. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. PITTSBURGH: 
Oil Heaters.—According to size and 
style, $3.75 to $6 each. 
Gas Heaters.—Radiant type, $9 to 
$65 each; reflector type, $2.25 to 
$13.50. 


IEATING ACCESSORIES.—There is 
a good demand for items under this 
heading in the preparations for the 
winter. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Stove Board.—Square, wood lined, 
24 in., $12.60 per doz.; 28 in., $18 per 
doz.; 30 in., $20 per doz.; 36 in., $29 
per doz.; paper lined, 24 in., af 86 oad 
doz. ; 28° in., $9.50 per doz.; 
$10.80 per doz.; 35 in., $16.20 a doz. 

Stove Pipe.—Nested, 5 in., $3.20 per 
crate; 6 in., $3.40; 7 in., $4.05; corru- 
gated elbows, 5 in., $1.30 per doz.; 
6 in., $1.40; 7 in., $1.85. 

Furnace Pipe.—No. 26 gage, 8 in., 
16c. per ft.; 9 in., 17c.; elbows, 8 in., 
36c. each; 9 in., 40c. 

Dampers and Flue Rings.—Damp- 
ers, 3 in., $1 per doz.; 4 in., $1.10; 
5 in., $1.20; 6 in., $1.35; 7 in., $2; flue 
rings, 3 in., $1 per doz.; 4 in., $1.25; 

5 in., $1.90; 6 in., $2.20; 7 in., $2.75. 

Coal Hods.— Galvanized, 16 in., 
$s. 4-4 per dozen; 17 in., $4. 75; 18 in., 


Coal Chutes.—Black, 8 ft., $6 each; 
10 ft., $7.50; 12 ft., $9. 
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Fire Shovels.—Stamped sheet steel 
japanned, flat handle, 50c. per doz.; 
round handled japanned, 60c. to $1.10; 
galvanized, $1.10. Never Break No. 
10, $4.25; No. 16, $4.60; No. 20, $4.80. 


Furnace Scoops.—No. 150-B, $7.50 
per doz.; No. 80, $4.80; No. 81, $4.20. 

Gas Connections.—Lead, 12 in., 22c. 
each; 18 in., 26c.; 24 in., 29c.; 30 in., 
33c.; 36 in., 37c. Flexible steel tub- 
ing, "3-ft. lengths, lic.; 4 ft., 13c; 5 ft., 
l6c.; 6 ft., 19c. Cloth inserted tubing, 
416c. per ‘foot. 


Register and Radiator Shields.— 
Register shields, No. 1 floor, $12 per 
doz. net; No. 10, $10 wall; No. 2, $6 
per doz.; No. 20, $5.20; radiator, sheet 
steel adjustable, No. a $4 each; No. 
2, $4.50; No. 3, $5; No. 4, $5; No. 5, 
$5.50; No. 6, $6, list, subject to deal- 
ers’ discount of 30 per cent. 


HUNTING CLOTHING.—There is a 
fair amount of advance business in 
these goods. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Coats, $2.75 to $6.50 each; vests, 
$1.50 to $1.80 each; pants, $2; 
breeches, $3.50 per pair; leggings, 90c. 
to $2 per pair. 


PAINTING SUPPLIES.—Business is 


as good as it ever is at this time of 


the year. Prices show little change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Ready mixed paints, best grades, 
$2.60 per gallon; lower grades, $2 
(whites and dark greens, 12c. per 
gal. higher); white lead, 13%c. per 
Ib. in 100-lb. lots; 10 per cent less in 
lots of 500 lb. or more, and extra 4 
per cent less in lots of a ton or more; 
turpentine, 68c. per gal. in barrel 
lots; raw linseed oil, 11.3c. per Ib. in 
barrel lots. 


WEATHER STRIPPING.—Seasonally 
good demand is reported by both job- 


bers and retailers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Meta- ge % in., $19.50 per 1000 
ft.; % in., $26 per 1000 “ cushion, 
all felt, ‘No. $2.40 per 100 ft.; No. 
* oy 85 per 100 ft.; No. 20, $3.25 per 
100 ft. 


Burfo, hard bronze, 3 and 4 ft. 
lengths, 5c. per ft., net. Economy, 
for windows, 36 in. x 36 in., $1 per 
carton of one window set; for doors, 
36 in. x 84 in., $1.20 per carton of one 
door set. 


' 


WHEELED TOYS.—Current demands 
are of fairly good volume and there 


is some advance ordering against holi- 
day requirements. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0.B. PITTSBURGH: 


Coaster Wagons.— Oriole Flyers, 
$3.75 each; Auto-wheel speeders, No. 
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32, $4.35; No. 36, $4.75; No. 40, $5.25; 
Bull Dog, No. 292, $4.15; Pioneer Stee] 
Racer, No. 50, $6.50; No. 62, $7. 

Scooters.—No. 103, 75 each; No, 
127, $3.63; No. 144, 

Velocipedes.—No. a '$9 each No. 
57, $11; No. 58, $13. 

Automobiles. — No. 108, $4.75: No. 
170, $6; No. 171, $8; No. 125, $9.50; 
No. 159, $10.75. 

Sidewalk Cycles.— No. 11, $12.50 
each; No. 100, $18. 


WINDOW VENTILATORS.—Demand 
is strong, as usual at this time of the 
year. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. PITTSBURGH: 
Continental, metal frame, No. 833, 
$4.50; No. ot, $4.75; No. 845, $5.20; 
No. 1137, $5.50; No. 1145, $6.30; Nu 
1437, $7. 30; No. 1445, $8.10. Prices are 
per ‘doz. net 
Continental wood frame ventilators, 
No. V836, $3.60; No. V923, $4.05; No. 
V937, $4. 50; No. V949, $6.10; No. V959, 
$6.75; No. V1537, $5.85; No. 1549, $7.80. 
Prices are per dozen net. 
Diamond E, metal frame, No. 01, 
$4.40; No. 02, $4.80; No. 03, $5.60: No. 
1, $5.20; No. 2, $5.60; No. 3, $6.40; 
No. 4, $7.60; No. 5, $8.40. Prices are 
per dozen net. 
Schumacher, wood frame _ sheet 
steel, No. 831, $2.75 per doz.; No. 
1137, $4.50. 


WIRE PRODUCTS.—Not much demand 
for nails, but other products are going 
out fairly well. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. PITTSBURGH: 





4-point cattle ............ Som 
2-point cattle (special).......... 2. 


Field Woven Wire Fence (per 100 


Fence Wire 
per 100 lb. Annealed Galvanized 
No. 6 to 9 gage....... $3.05 $3.50 
EE LESS eee ree 3.10 3.55 
ENS | ee 3.15 3.60 
| SSS. RR eae neers 3.20 3.70 
SE ens See 3.30 3.85 
SIE ik emotes eunleiase 3.40 4.05 
he Re ee 3.60 4.30 
| a eee ree 3.80 4.45 
Barbed —— (per 80-rod satan. 
2-point cattle . $2.97 
2-point hog .. 3.18 
4-point hog ... 3.43 
3.17 
2.25 


rods): 

DOE it das es sus eaenaw sot sae<s $39.80 
BND whee Sais sched ethene cise DOGO 
TS ee ee rem sh 
Bede <Giws canvbonchawwhscdsense 37.00 
DEUCE: ScCWcdacSwrsssurveses eves 35.80 
PROD ibs Fhe bbw ened hana ee» 49.20 

sy ig and rabbit (No. 14 gage): 

ON ER eee re $36.50 
Dl Mn Sichettakwssows seas sees 44.00 
ME avekincase wurst esse aso~ 49.50 


Steel Fence Posts: 
Galvanized Painted 
Tubular Formed 


fay ren T 50c. each ......--- 
6 OR, eines wes aio 55c.each 38c. each 
Le Eee ae ee 65e.each 40c. each 
Yer Terror 45c. each 


Bright nails, base per keg, $2.90. 





Studebaker’s Delivery Car 


Announcement of an entirely new one- 
ton delivery unit with a 140-inch wheel- 
base has recently been made by The Stude- 
baker Corp. of America, South Bend, Ind. 
This delivery truck is manufactured in 
panel and screen type bodies and has in- 
cluded in it practically every feature re- 
‘quired for power, dependability and econ- 
omy in design and construction. 

The Studebaker “Dictator” motor pro- 
vides 70 horse power and long resilient 





springs protect against road shocks. Bril- 
liant lacquers in two tones of green with 
cream and back striping give the car a 
distinctive beauty. 


Tarnish-proof chro- 








mium plating is used on the new slender 
radiator and the full crown fenders add 
beauty to the body lines. The interior of 
the car contains 155.3 cubic feet, offering 
liberal space for one-ton loads. The floor 
is 96 in. long by 5334 in. wide. Easy 
loading is made possible by the 47 in. 
rear door opening and the low floor which 
is but 27 in. from the ground. Equip- 
ment includes no-draft ventilating wind- 
shield, comfortable seats, coincidental lock, 
twin beam headlights, rear view murror 
and an automatic windshield wiper. 
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Normal Activity, and Steady 


Prices Prevail at Chicago 


(Chicago office of HARDWARE AGE) 


CHICAGO, Oct. 2.—The volume of jobbers’ sales continued to com- 


pare favorably with last year. 
of a good fall demand. 


Stocks are large in anticipation 


Seasonable goods are moving freely. Heating stoves, stove 
goods, lawn rakes, window glass, weather strip, register and 
radiator shields, window ventilators, electric and oil heaters, grain 
and furnace scoops, fruit and cider presses and axe and sledge 
handles are especially active at this time. 

Future orders for spring delivery are being received in good vol- 


ume. 


Reports on agricultural conditions in the Chicago trade territory 
are encouraging. Improvement in business is expected with the 
marketing of good crops at fair prices. 

Large building operations have been somewhat curtailed, due 
to the approach of fall weather and the tightening of building loans, 
together with higher prices being asked for steel fabrication. 

Steel mill operations in the Chicago area remain at the same 
level, 80 per cent capacity being the average. 


Collections are fair. 


ALARM CLOCKS.—tThis line is very 
active, especially on the better clocks. 
Prices are steady. 


Big Ben, $27.48 per doz.; Big Ben 
luminous, $37.92 per doz.; Baby Ben, 
27.48 per doz.; Baby Ben, luminous, 
$37.92 per doz.; Ben Hur, $21.12 per 
doz.; Ben Hur, luminous, $29.52 per 
doz.; Blue Bird, plain dial, $14.64 per 
doz.; Blue Bird, luminous dial, $21.12 
per doz.; Sleepmeter, $16.80 per doz.; 
Sleepmeter, luminous dial, $25.20 per 
doz.; America, $12.60 per doz.; Baby 
Ben’ DeLuxe, colored assortment of 
three clocks, one each rose, blue and 
green, $7.92 per assortment. Display 
stand included with each assortment. 

Tiny Tim, assorted colors, nickel, 
walnut, old rose, blue, green and yel- 
low. Come packed in an assortment 
of six, one of each finish, $9 per as- 
sortment. 

New Haven Tick Tock, assorted 
colors, green, red and yellow, $20.40 
per doz. New Haven Tom Tom, 
$26.40 per doz.; New Haven Tom 
Tom, luminous dial, $34.20 per doz.; 
New Haven Tidy Tot, $26.40 per doz.; 
New Haven Tidy Tot, luminous dial, 
$34.20 per doz.; New Haven Quintet 
Pentagon Watch, silver dial, $15.84 
per doz.; New Haven Quintet Penta- 
gon Watch, radium silver dial, $19.92 
per doz. 


AUTOMOBILE ACCESSORIES.—The 
tire and tube demand continues at 


steady prices. 


JOBBERS’ 4 appt ee A c RE.- 
TAILERS, F.0.B. CHICAG 

Spark Plugs.—Splitdorf, “ Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, "4be. each; es Blue 
Box Line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C., Special Ford, 
36c. each, 

Spot a — Appleton, No. 3280, 
$6. 50 each 

Chains. —Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty Cord, $5.45; heavy 
duty oversize, $7.25; 32 x 4 Liberty, 
$10.20; heavy duty, $12.10; tires, 29 x 
4.40, $8: 32 x 6.20, heavy duty, $17. 40: 
tubes, 30 x 31%, $1.40; balloon tire 
tubes, gray, 29 x 4.45, $1.65; 32 x 6.20, 





AXES.—Sales are larger as the fall 
season advances. No _ recent price 
changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Handled axes, first grade, single 
bit, 3 to 4 Ib. $18 to $20 per 
doz.; ; double bit, 3 to 4 Ib., $23 to $25 
per doz.; handled axes, second grade, 
single bit, 3 to 4 lIb., $15 per doz.; Boy 
Scout axes, $11.50 doz.; motorist hand 
axes, $12 doz. 


BICYCLES.—Active demand for school 
rurposes. Prices are steady, with pos- 
sibilities of advances by Jan. 1. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CHICAGO 

Double Bar Moto-Bike Model, $26.25; 
ladies’ model, $25.90; girls’ and boys’ 
juvenile model, $23.60. 


BOLTS AND NUTS.—Usual demand. 
Unchanged prices. 


JOBBERS’ bg pg the pe Me _— RE- 
TAILERS, F.O.B. CHICA 

Carriage bolts, cut oso 60 per 
cent discount; small carriage bolts, 
rolled thread, 60-10 per cent discount; 
machine bolts, cut thread, 60 per cent 
discount; small machine bolts, rolled 
thread, 60-10 per cent discount; all 
stove bolts, 75-10 per cent discount; 
lag screws, 60 per cent discount. 


BOTTLING SUPPLIES. — Sales are 
slowing up somewhat. Prices are 
steady. 


JOBBERS’ agg to A as RE. 
TAILERS, F.O.B. CHICA 

Syhphon hose sets, $5 poo dozen; 
bottle cappers, improved model, $9 
per dozen; 16-0z. clear bottles, $5.50 
per gross. Crown caps, double laq., 
in bulk, 15c. per gross. 


BUILDERS’ HARDWARE. — Fairly 
active demand; no price changes. 


JOBBERS’ bgt te gale te RE.- 
TAILERS, F.0O.B. CHICA 

3% x 3% steel butts, my copper 
and dull brass finish, $2.34 per doz. 
pair, case lots; less quantities, $2.16 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3 per 
doz. pair, case lots; less quantities, 
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$3.12 per doz. pair; heavy steel bevel 


inside sets, $5 per doz. sets, case lots; 
steel bit-keyed front door sets, $1.45 
per set; wrought brass, bit-keyed 


front door sets ,$2.60 per set; cylin- 

der front door sets, $6 per set. 
CARPET SWEEPERS.—Usual demand 
at same prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Bissell’s standard, $36 doz.; Uni- 
versal japanned, $42 doz.; Universal, 
nickeled, $48 doz.; Grand Rapids, 
japanned, $44 doz.; Grand Rapids, 
nickeled, $48 doz.; American Queen, 
$48 doz.; Parlor Queen, $56 doz.; Elite, 


$60 doz.; Grand, $60 doz. 
CHAINS.—An active demand is re- 
ported for cow ties and halter chains. 
Prices are firm. 
JOBBERS’ iy ps tte ee TO RE.- 
TAILERS, F.O.B. CHICAGO: 
%-in. proof cow chains, $8.50 per 
100 lb. Tenesco Bull Dog and Brown 
coil chains, 50-10 per cent discount. 
No. 00-4% electric welded cow ties, 
$2.75 per doz. 
COPPER RIVETS AND BURRS.— 
Very good demand at firm prices. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 
Copper rivets and burrs, 40-10-5 
per cent discount. 


COTTON GLOVES.—Active demand 
for husking purposes. Prices are 
steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

8 oz. cotton gloves, $1.35 per dozen. 
ELECTRICAL MERCHANDISE.—Ap- 
pliances are moving freely, especially 
electric irons. Prices are unchanged. 


JOBBERS’ by eto 5 TO RE. 
TAILERS, F.O.B. CHICAG 

Electrical Merchandise. an 14 rub- 
ber covered wire, $6 per 1000 ft.; in 
less than 1000 ft. lots, $6.50; No. 18 
lamp cords, $11.25 per 1000 ft.; in 1000 
ft. lots, $10.50; % in. brush brass key 
sockets, 13c. each; lots of 25, 12%%c. 
each; two-way plugs, 45c. each; in 
lots of 10, 40c. each; two-piece at- 
tachment plugs, 7%c. each; dry cells, 
boxes of 50, 321%4c. each; less than 
case lots, 36c. each. 


Electrical Appliances. — Iron Hot 
Point, $4.20; in lots of six, $3.90; Sun- 
beam, $5; lots of six, $4.75; Percola- 


tor, U niversal 9169, $16.65. 

Radio Supplies. —Radio B batteries, 
D 779 E, $1.40 each; base lots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2.80; No. 772, 32.06 each; packages 
of 5, $1.92; No. ‘486, $3.20 each; pack- 
ages of 5, $2.97; No. 485 Layerbilt 
battery, less than standard packages, 
$2.22 each; standard packages, lots, 
$2.06 each. 

Radio Tubes.—UX-201A, $1.05; UX- 
199, $1.571%4; UX-227, $3.50; UX-171-A, 
$2.10. 

Battery Charges.—Apco line, lots 
of less than 10, $9.90 each. 

FALL SPORTS.—Active demand for 
football and boxing gloves. Prices are 
firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Official stemless waterproof foot- 
balls, $2.95 each; Amateur footballs, 
$1.15 each; Prep footballs, $1.70 each. 
Good quality curled hair filled boxing 
gloves, padded cuff, $4.35 set. 

FILES.—Normal demand at _ steady 
prices. 

JOBBERS’ bg oaghyt topes TO RE. 
TAILERS, F.O.B. CHICAGO: 

American files, 60-10 per cent off 
list; Nicholson files, 50 per cent off 
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list; Black Diamond files, 50 per cent | HUNTING CLOTHES.— Demand is a per lb.; in 100-lb. lots, 6%c. per 
off list. | . ). 
7. =. ; = . | very good. Prices are steady. Dry Paste. — Barrel lots, 7c. per 
FLINT PArEE awh ow aa JOBBERS’ QUOTATIONS TO RE- | Ib. 
—Demand is good and prices firm. TAILERS, F.0O.B. CHICAGO: | PREPARED ROOFING.—Orders are 


FLINT PAPER.— 
JOBBERS'’ git A be RE- 
TAILERS, F.O.B. CH 
First quality, 9 x 11 0 size 0, 
$3.50 ream; size 00, $3.50 ream; size 
%, $3.75 ream; size 1, $4.25 ream; 
size 1%, $5 ream; size 2, $5.75 ream; 
size 2%, $6.75 ream; size 3, $7.50 
ream. 
EMERY CLOTH.— 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
No. 00, $20 per ream; No. 1, $22 per 
ream; No. 2, $24.50 per ream. 
FRUIT PRESSES. — Good demand. 
Prices unchanged. 


JOBBERS’ aa th pe ve RE. 
TAILERS, F.O.B. CHICA 
No. 0 wood, $3.75 each; ta 1 wood, 
$7 each; No. 2 wood, $9.25 each; 6 qt. 
tin cylinder, $4.15 each; 12 qt. tin cyl- 
inder, $5.80 each. 
GALVANIZED WARE. — Galvanized 
baskets are especially active. Prices are 
steady at the low levels. 


JOBBERS’ SuOTATIONS TO RE- 
TAILERS, F.0.B. CHICAG 

Standard galvanized rat made 
$5.75; No. 2, $6.50; No. 3, 
17.65; 10 at, galvacseet after made 
pails, $2; $2.25; 14 qt., $2.50; 
1 “3 all caeiens oil anak special, 
$2. Gos.; 2 gal., $4 doz.; No. 3, ; 
ng $5. 75. doz.; 5 gal., $7 doz.; 1 bu. 
galvanized baskets, $6.25 doz.; No. 
26 bailed % bu. galvanized measure, 


GLASS AND PUTTY.—Active demand 
for window glass. No recent price 
changes. 


JOBBERS’ yore Tens TO RE- 
TAILERS, F.0.B. CHICAGO: 

Single strength A, all gor kets, 87 
per cent discount; single strength B, 
all brackets, 88-5 per cent discount; 
double strength A, all brackets, 87 
per cent disc ount,; double strength B, 
all brackets, 88-5 per cent discount; 
putty, pure grade, $4.25 per 100 Ib.; 
commercial, $3.50 per 100 Ib. 


HAMMERS AND HATCHETS.—At- 
tractive specials are offered in this mar- 
ket, to compete with mail order lead- 
ers. Hammer sales are therefore very 
heavy. Regular lines are unchanged in 
price. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Hammers.—First uality, 10 ounce 
nail hammers, $12 doz.; 16 oz. ma- 
chinists’ hammers, first ‘quality, $9.2 
doz.; competitive grade, 16 oz. nai 
hammers, $6 to $8 doz. 

Hatchets. — First quality hatchets, 
No. 2 shingling, $12.50 doz.; first qual- 
ity hatchets, No. 2 broad, $16.40 doz.: 
medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, HICKORY.— Axe and 
sledge handles are seasonable and sell- 
ing largely. Prices and gradings re- 
main well standardized. 


Drybak waterproof coats, $56 per 
doz.; Drybak breeches, $26 per doz.; 
Drybak hats, $14.30 per doz. 


NAILS, WIRE AND STAPLES.—Sales 
are quite good. Prices are steady in 
this market and elsewhere except for a | 
few nail sales at jobbers’ costs, re- 
ported from a southern market. 


JOBBERS’ quot AT. aa RE- 
TAILERS, F.0O.B. CHICAG 

L.c.l. quantities common wire and 
cement coated nails, small orders out 
of Chicago stock, $3.10 per keg base. 
Mill shipment price is $2.95, base. 
Carload (36,000 Ib.), base, for mill 
shipment, still lower. Steel cut nails, 


$4, base. 

No. 9 black annealed wire, $3.30 
per 100 lb.; No. 9 galvanized plain 
wire, $3.85 per 100 lb.; catch weight 
spools galvanized cattle or hog wire, 
$3.80 per 100 Ib.; polished fence 


staples, $3.55 per 100 Ib. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

Perfection. —No. 72-2 burners, $18; 
No. 72, 3 burners, $23.25; No. 74, 4 
burners, $29.50; No. 279 oil range, 
$129; No. 339 oil range, $140. Deal- 
ers’ discount on net purchases of less 
than $100, 30 per cent; on all net 
purchases including and following 
$100 qualifying order, 33% per cent. 
On all purchases amounting to $250 
or more during calendar year, annual 
bonuses of from 2 to 10 per cent will 
be paid according to volume of busi- 
ness. 

Puritan.—No. 42, 2 burner, $18; No. 
43, 3 burner, $23.25; No. 44, 4 burner, 
$29.50; No. 249 oil range $122. Dis- 
count same as Perfection stoves 

Nesco.—No. 500, $80; No. 400L, $55; 
No. 400R, $55; No. 212-1102, with high 
shelf, $22.75; No. 213-1103, with high 
shelf, $28.50; No. 214-1104 with high 
shelf, $36. These are list prices sub- 
ject to a discount of 30 and 5 per cent. 

Ovens: Perfection. — No. 211, 1 
burner, plain door, $2.50; 211G, glass 
door, $2.70; No. 22a, 2 burner, glass 
swing door, $6.2 

Puritan.—-No. %2G, 2 burner, glass 
drop door, $5.50; No. 42, 2 burner, 
steel drop door, $5.25. Dealers’ dis- 
counts on Perfection and Puritan 
ovens the same as on Perfection 
stoves. sf 

Nesco.—No. 5, $2.15; No. 10, $3.75; 
No. 20, $4.50; No. 301, $6.40. Discount 
same as on Nesco stoves. 

Perfection and Puritan Wicks.— 
$3. 75 per dozen, $45 per gross. Deal- 
ers’ discount same/ as Perfection 
stoves. 

Perfection Oil Heaters.—No. 1686, 
green porcelain, Pyrex globe, $16.50; 
No. 1526, black japan, Pyrex globe. 
$9.75; No. 1530, black drum, nickled 
trimming, $9.25; No. 525, black drum 
and trimmings, $7.25. Discounts the 
same as on Perfection cook stoves. 






JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

4 x 4 mall brushes, $15.65 doz.; 3 in. 
eg thick varnish brushes, $9.20 
oz. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO 
No. 1 (new B. W.) higher, $4 doz.; 


OIL COOK STOVES, HEATERS AND | 
SUPPLIES.— 


PAINT BRUSHES.—Spring futures 
are coming in nicely. Prices are steady. 


PAINTS AND OILS.—Demand is mod- 


erate. Prices are without change. 


No. 2 (new B. R.), $3 doz.; second 
growth hickory (new A. W.), $5 doz.; 
finest select second growth hickory 
(new A. A.), $6.50 doz. 
Hatchets +g Hammer Handles.— 
No. 1 (new S. R.), 90c. doz.; finest 
second growin. hickory (new S. 
W.), $1.80 doz 
HINGES.—Demand 
prices prevail. 
JOBBERS, QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO 
Heavy strap hinges in bundles, 4 


in., $1; 5 in., $1.30; 6 in., $1.85; 8 in., 
$2.62; 10 in., $4.20 per doz.; extra 


is normal. Firm 


heavy T hinges in bundles, 4 in., 
$1.34; 5 in., $1.66; 6 in., $1.95; 8 in., 
$2.96; 10 in., $4.89 per doz. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 
Linseed Oil, Raw.—Barrel lots, 83c. 
per gal.; 5-barrel lots, 80c. per gal. 
Linseed Oil, _Boiled. — Barrel lots, 
85c. per gal.; 5-barrel lots, 82c. per 


gal. 

Denatured Alcohol. — Barrel lots, 
58l%c. per gal.; steel drums, extra, 
$6, returnable. 

be wee .—Drum 
ga 

White Lead.—100 Ib. lots, $13.25; 50 
Ib. lots, $6.75; 25 Ib. lots, $3.40; 12% 
lb. lots, $1.75. 

Shellac (4% Ib. cuts).—White, $2.58 
per gal in barrel lots; orange, $2.26 
per gal. in barrel lots. 

English Venetian Red.—In barrels, 


lots, 67c. per 


PYREX WARE. — Excellent 
and steady prices. 


REGISTER SHIELDS. — Prices 
firm, with fair demand. 


ROPE.—This 
rope sales. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. CHICAGO: 

Best grade slate surface prepared 
roofing, $2.25 per square; best grade 
tale surfaced, $2.25 per square; me- 
dium tale surface, $1.75 per square; 
light tale surface, $1.05 per square; 
red rosin sheathing, $55 per ton. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles.—Round 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 533, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 642, $14 doz 

Pi No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 

Tea Pots.—2 cup, $21 doz.; 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

‘eed Tea Sets.—$4 per set. 


4 cup, 


RADIATOR SHIELDS.—Demand 
fair, with prices steady. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

Gold and aluminum finish, 8 sizes 
from 11 to 65 in., each size adjust- 
able to fit several sizes radiators. 
Prices $2.75 to $4.75 each. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Black, wall, $5.25 dozen; floor, $10 
dozen; Ox Cop. wall, $6; floor, $12 
dozen, both adjustable 10 to 19 in. 


JOBBERS'’ by gb te ee TO RE- 
TAILERS, F.O.B. CHICA 

Best Manila, standard econ base, 
20c. per lb.; No. 2 Manila, 18c. per 
lb.; No. 1 sisal, 14%c. per lb.; No. 2 
sisal, 13%c. per Ib. 


SASH CORD.—Active demand, pric 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

No. 7 standard brands, $8.15 per 
doz. hanks; No. 8, $9.35 per doz. 
hanks. 


JOBBERS’ QUOTATIONS tad RE- 
TAILERS, F.0.B. CHICAGO 

Standard sizes, 3 to 20 Ib., ton lots, 
$36 ton; smaller lots, $38 ton. 


JOBBERS’ SUCTA TIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

5-ft. narrow tenn tooth, $1.55 
each; 5%-ft. wide Champion tooth, 
$2.10 each; 5%-ft. wide Lance tooth, 


is°) 


in heavy volume. No market changes 
reported. 


demand 


are 


is a quiet season for 
Prices are steady on reli- 
able qualities, with much cheap rope 
offered at corresponding prices. 


s 


SASH WEIGHTS.—Prices are low and 
unchanged, with very active demand. 


SAWS, CROSS CUT.—Demand is nor- 
mal, prices are steady. 


$4.35 each; 4-ft. one-man Champion 
tooth, $2.45 each. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

26 in., $29.50 doz.; 26 in., $33 doz.; 
26 in., $49.95 et ; Special 26 in., Com- 
petition, $6.6 .doz. 


JOBBERS'’ SyoreT ans TO RE- 
TAILERS, F.O.B. CHICAGO: 

Single braved frame common tooth 
blade, $8.25 doz.; double braced frame 
common tooth blade, $10.40 doz.: 
double braced frame common tooth 
blade, $11.40 doz. 


SAWS, HAND.—Active demand, prices 
are firm. 


SAWS, WOOD OR BUCK.—Active fall 
demand at unchanged prices. 








SCREWS.—No recent 


price changes. JOBBERS’ QUOTATIONS TO RE- 
Sales are well ahead of 1927. 


TAILERS, F.0.B. CHICAGO 
28 gage galvanized sheets, $5.30 per 











JOBBERS’ a pots: TO RE- | 100 lb.; 28 gage black sheets, $4.20 
TAILERS, F.0.B. CHICAGO: per 100 Ib. 
928.) ‘ x - ‘ ‘ 
oc Nem Hgts Jam. 31028) ular Uright | STOVES.—Very active demand at un- 
blued, 45 per at: head rom 45 changed prices. 
An caesar tertnlteaaai tales JOBBERS’ QUOTATIONS TO RE- 





TAILERS, F.0.B. CHICAGO 














- a Al "] G $ - 

SHOV ELS, rain and furnace scoops Crusader black finished parlor heat- 
are active. Prices steady. er, $19.50 ge porcelain 
enamel finish, $26.50 each; Tappan 
JOBBERS’ QUOTATIONS TO RE- wood Cola Parlor heater, $51.25 pot 
TAILERS, F.0.B. CHICAGO 16 in. Economy, $66.95 each; Economy, 
No. 2 shovels, inte wmedinte >. $72.45 each; oil heater, 12 in., $6 each; 
polished, $14.50 per doz.; No. 2 hov- oil heater, 14 in., $8 each; oil heater, 
els, common grade, polished, $12. 50 16 in., $9.50 each; oil heater, 18 in., 
per doz.; No. 10 grain scoops, pol- $11.50 each; hot blast with mica door 
ished, $15 per doz.; No. 12 grain and ashpan, nickel trim, 12 in., 
scoops, policed, $16 per doz.; D $11.30; 14 in., $12.70; 16 in., $14.65; 18 

handle furnace scoops, intermediate in., .65. 





grade doz.; D handle ace : 
grade, $8 por etitive gerade $626 per | STOVEGOODS.—Good demand. Prices 
doz. : are steady at low levels. 

SOLDER AND BABBITT. — Prices peo lle 00 


















show no change this week. Orders are TAILERS, F.0.B. CHICAGO: 
in usual volume. Coal hods, galvanized, 17 in., $4.50 
’ to $5 doz.; dampers, reversible spin- 
JOBBERS’ QUOTATIONS TO RE- dle, 6 in., $1.25 doz.; dampers, non- 
TAILERS, F.O.B. CHICAGO: reversible spindle, 6 in., $1.15 doz.; 
Warranted 50-50 solder, $35 per 100 | elbows, 28 ga., 6 in., corrugated, $1.35 
Ib.; medium 45-55 solder, $33 per 100 doz.: fire shovels, colored handles 
lb.; tinners, 40-60 solder, $30.50 per | heavy fine finish, $2 doz.; pipe, 28 ga. 
100 Ib.; high speed babbitt metal, $20 6 in., lle. to 18c. joint; rugs, con- 
per 100 Ib.; standard No. 4 Babbitt goleum stove, 4% x 41%, assortment 
metal, $12 per 100 Ib. of 6, $8.28 assortment. 
STEP LADDERS.—Normal demand.| VELOCIPEDES.—Current and future 
Steady low prices prevail. demand is excellent. Prices are un- 
tir yd be poly ys AR TO RE- changed. 
TAI : : 
Good grade rodded step ladder, 23c. Tinene*: be phd bys M TO RE 
per ft.; common long, 20c. per ft.; ’ 
extension, 26c. per ft. Tubular velocipedes, equipped with 





- balloon tires, ball bearing wheels, 18 
STEEL SHEETS.—Manufacturers of- in front wheels, 12 in. rear, $7.25 


fer fourth quarter contracts on a higher oy ag front wheels, 14 in. rear, 
rice basis, with cash discount reduced ae ‘ : 
tot of 1 per cent. Local jobbers’| VENTILATORS.—Good volume is ex- 


prices remain unchanged. Opposition | Pected. 













to the canceling of usual 2 per cent - arene ©. ee an. TO RE- 
discount by the manufacturers is very Diamond E—Metal frame cloth ven- 
strong among distributors of these lines. tilators, 8 in. hgt. opening 16 in. x 








the latter half of September, practically all local hardware jobbers 
freely predict a very active fall trade and are preparing for a par- 
ticularly good holiday business. The latter is expected earlier this 
year as many dealers are talking about toys, electrical appliances, 
cutlery, silverware, etc., and other special lines particularly appro- 
priate as Christmas gifts. Fairly substantial orders have already 
been placed, and many inquiries are being received each day. 

Fall merchandise is becoming more active each week. The recent 
cold snap has materially stimulated the sale of heaters, weather- 
strip, ventilators and such goods. Stove accessories will soon be in 
demand. 

There are few price changes being made at the present time. 
Collections average fair. 












ASHCAN TRUCKS.—Demand has | we gros i ee 
started during the recent cold spell. ae ee Fi Oe rea eh 





Prices are steady and stocks satisfac-| ASH SIFTERS.—Concurrent with the 
tory. Jobbers expect the usual steady | demand for the ashcean trucks has come 
sale on this line. a good call for ash sifters. Jobbers are 

JOBBERS’ QUOTATIONS TO RE. sending out a fair quantity. Prices are 
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Fall Outlook Very Encouraging in New York 
—Jobbers Now Selling Holiday Goods 


NEW YorRK, Oct. 2.—Encouraged by the improvement in business | 








TAILERS, F.0.8. NEW YORK: not expected to change. 






in., $4.40 dozen; 20 in. x* 39 ‘hii, 
” $4.80 doz.: ll in. ght. opening 16 ih. 
x 33 in. $5.20 doz.: 20 in. x°39 in.; 
$5.60 doz. C ontinent: il, steel frame 
cotton cloth: 833, $4.50 doz.; 837, 
$4.75 doz.; 1137, $5.50 doz.; 1145, $6. 30 
doz. Continent: ul, wood frame cotton 
cloth: 836, $3.60 doz.; 987, $4.50 doz.; 
1537, $5.85 doz. 


WAGONS.—Usual demand and steady id 
prices. 


JOBBERS’ QUOTATIONS TO RE.- ik 
TAILERS, F.O.B. CHICAGO: ’ 

144% x 33% steel wagon, 10 in. disk a 
wheel, % in. tires, $3 each; 16 x 36 in , om 
wood wagons, 10 in. wheels, 3, in. 5 
tires, $2.85 each. 


WEATHER STRIP. — Excellent de- 
mand. Prices unchanged. 


JOBBERS'’ oe cenen TO RE- : 
TAILERS, F.O.B. CHICA t 
Home Comfort, $32 ong 1000 $.; 
Nu-Strip, $15 per 1000 ft.; Bomeco, 
type A, % in., $2.40 per 100 ft.; Bo- 
meco, type B, 1% in., $3.20 per 100 
ft.; Bomeco, type AR, % in., $2.40 per : 
100 ft.; Bomeco, type BR, 1% _in., Pie 
$3.20 per 100 ft.; Tac-Ezy, 36 x 36 
window, 90c. each; Tac-Ezy, 42 x 42, 
$1 each; Tac-Ezy, 3 x 7 ft. doors, 
$1.25 each. 
Sleds.—Flexible Flyer sleds, 35 per 
cent off list. 


WRENCHES.—The active demand con- 
tinues at steady prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Agricultural wrenches, 60-10-5 per 
cent discount. Coes’ wrenches, 40-10 
per cent discount; engineers’ 3 
wrenches, 50-10 per cent discount on 4 
new list; Stillson wrenches, 70-10 per ; 
cent discount; Trimo, 70-5 per cent 
discount. 
— -on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 111, Master Service Set, $15.65; 
No. 202, Heavy Duty Set, $9.75; No. 
404, Flexible Socket Set, $7.50; No. 
608, Crankcase Drain Plug Socket, E 
$5.08: No. 900, Square Socket Set, 
3.70; No. 1878, Giant ‘“Snap-on’”’ “ate 
with extra heavy duty ratchet, $30.55. 
All Snap-on Wrenches less 33% per 
cent discount. 






BF Ee ee ee er re 









JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Rotary ash sifters, $2 each. 


BATTERIES.—With the cooler weather 
improving broadcasting and the intense 
interest in political radio programs, the 
sale of batteries for rddio has been very 
active. Prices are steady. Stocks are 
ample. 


JOBBERS’ ay agg te ges : mare RE. 
TAILERS, F.0O.B. NEW 

Dry cells, No. 6, Hirer ty ‘type, 
324%c.; No. 7111, same type, 35%4c. 
each. 

Hercules, No. 6, ignition type, 23c. 
each in lots of 50. 

B batteries, No. 767, $2.06 each; in 
units of 5, $1.92 each; No. 772, (ver- 
tical type), $2.06 each; in units of 5, 

each; heavy duty, vertical type, 
No. 770, $3 each; in units of 5, $2.80 
each. Layerbilt, No. 486, $3.20 each; 
units of 5, $2.97; New Layerbilt, No. 
oy $3.22 each; in units of 5, $2.97 
each. 


BOLTS AND NUTS.—Normal sale re- 
ported with prices the same. Stocks 
are in good condition. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. NEW YORK: 

Carriage bolts, 55 off list. Case 
lots, 60 per cent off list. 
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Stove bolts, 80 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 
od per cent off list; 1% to 1%, 30 off 
st. 

Coach screws, 55 off list. Case lots, 
60 per cent off list. Step bolts, 50 
per cent off list. 


BUTTS.—Fairly active, with prices 
reasonably steady. Stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. NEW YORK: 


Steel butts, 314 by 3%, in case lots, 
184%c. per pair. Less than case lots, 
19¢c. per pair. 


CARPET SWEEPERS.—Though pretty 
much an all-year active seller, there 
seems to be added interest in this line 


in this market. Prices are the same and | 
Stocks are | 


not expected to change. 
considered satisfactory. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. NEW YORK 

Carpet sweepers, Standard, $3 am: 
Universal japanned, $3.50 each; Uni- 
versal, nickel plated, $3.83 each; 
Grand Rapids, _— anned, $3.67 each; 
Grand Rapids, nickel plated, " each; 
Elite, $5 each; Princess, $4.17 each; 
and American Queen, $4.50 each; 
Sterling, $2.10 each. 


CLOCKS.—Improving each week. This 
is becoming a more important line with 
the local hardware trade. Prices are 
steady and stocks adequate. Jobbers 
predict a very good holiday trade. 

JOBBERS’ a ie ee mee, RE.- 
TAILERS, F.0.B. NEW Y 

Alarm clocks, Big Ben, aoe, same 
luminous, $3.16; Baby Ben and Baby 
Ben luminous take same respective 
prices; Ben Hur, $1.76; same lumi- 
nous, $2.46. 

Blue_ Bird, luminous dial, $1.76; 
Blue Bird, $1.22; Sleepmeter, $1.40; 
Sleepmeter, luminous dial, 2.10: 
American, $1.05 

Auto clocks, Westclox, plain, $1.76; 
same luminous, $2.46. 


697, $1.49; No. 2642, $2.73; No. WEE 
$2.73; No. 2660, 84c.; No 2634, Lae; 
No. 2619, $1.43; No. 6993, $2.63; No. 
2645, $3.57. Prices are each and net. 

Flashlight assortments. No. 71, 
$6.06; No. 16, $6.06; No. 04, $4.08 each. 


NAILS.—Moderate demand, with prices 


| 
| 
| 
| 


| 


| 


| 


as shown. Stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. NEW YORK: 
Common wire nails, bright, 4d, 
$4.25 per keg; 6d, $4 per keg; 8d, 
$3.85 per keg; 16d, $3.75 per keg. 
Common wire nails, galvanized, 4d, 
$6.75 per keg; 6d, $6.50 per keg; 8d, 
$6.35 per keg, and 10d, $6.25 per keg. 

Wire box nails, smooth, 4d, $4.45 
per keg; 6d, $4.10 per keg, and 8d, 
3.95 per keg. Wire finishing nails, 
bright, 4d, $4.95 per keg; 6d, $4.35 
per keg; 8d, $4.10 per keg, and 10d, 
$4 per keg. Wire finishing nails, gal- 
vanized, 4d, $7.45 per keg; 6d, $6.85 
per keg; 8d, $6.60 per keg, and 10d, 
$6.50 per keg. 


| OIL HEATERS.—Recent cold snap has 


stimulated a very active demand for 
| oil heaters. Prices are firm. Wholesale 
| stocks are steady. 


| RADIATOR SHIELDS. — Becoming 
more active. Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Radiator shields, Gem earene: 
No. 1, $4; No. 1-a, $4.50; “a 2, 
No. 3, $5; No. 4, $5; No. $5.50; No: 
6, $6; No. 6b, $6; No. 7, $6.50: No. 8, 
$7. These prices are list per each 
and subject to dealers’ discount of 30 
per cent. These models with water 
humidifiers are $1 extra each, list. 


| PRESTONE.—Though there has been 


no freezing weather as yet, jobbers are 
preparing for an active sale in this 
anti-freezing compound. Prices are not 


| expected to change. 


FRUIT PRESSES.—Due probably to | 


the late grape crop, presses continue 


JOBBERS’ QUOTATIONS - RE.- 
TAILERS, F.0.B. NEW YOR 
Prestone, in 1%4 gallon cans ~ $3.60 
per gallon; in one gallon cans, $3.60 
gallon and in half gallon cans, $3.80 
per gallon. N. B. These prices are 
all given per gallon not per can. 


te be an active number with the local | po, ER SKATES.—Fair demand con- 


wholesalers. Prices are not expected to 
change. Wholesale stocks are fair. 


JOBBERS’ QUOTATIONS A RE. 
TAILERS, F.0.B. NEW YOR 

Fruit presses, plain nie ed ed No. 
0, $6; No. 21, $7.50; No. $8.50; No. 
22%, $10.50; No. 23, 313-56: and No 
24, $18. Prices are each. 

Ratchet type fruit presses, No. 5A 
$10.50; No. 5, $13.50; No. 3A, $18.75; 
“rq 3, $24: No. 2B, $27.75; and No 

, $33. 75. Prices are each. 
« Sulgy —_ presses for home use, 3 
60; qt., $4.50; 12 qt., $6. b0. 
=m. are ag 

Fruit crushers, No. 14, plain type, 
iF. 25; No. 11, wheel crusher, $7.13; 
8, wheel crusher, $9; No. 30, galv. 
oh crusher, $6.25; No. 20, galv. 
crusher, $10; and No. 25, wheel fruit 
cnusher, $11.25. Prices are each. 


FLASHLIGHT UNIT CELLS.—Steady 
sale at this time. 
and prices are being maintained. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. NEW YORK: 

Eveready Flashlight unit cells, No. 
703, 19%c.; No 706, 13c.; No. 710, 
68c.; No. 734, 40c.; No. 750, 13c.; No. 
a 19%c.; No. 950, 6%c.; No. 935, 
6%c.; No. 409, 32%c.: No. 70s, 19 pe. 
No. 790, 13c.; No. 791, 13c.; ‘No. 700; 
13c. Pric@s are each and net. 


FLASHLIGHTS.—Continue very ac- 
tive, with prices firm. Stocks are in 


good condition. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Flashlights, No. 2602, 68c.; No. 2630, 
84c.; No. 2631, 68c.; No. 2612, $1.10; 
No. 2672, $2.08: No. 2674, $2.08; No. 


Stocks are ample 


| 








Reading matter continued on page 70 


tinues, with prices the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Roller skates, extension web heel 
and toe straps, plain steel rolls, 72c. 
per pair; same with toe clamps and 
web heel, 78c. per pair; same for 
boys, with eait-comtelned ball bear- 
ing wheels, $1.42 per pair; for girls, 
$1.62 per pair. j 

Roller skates accessories: Keys, 
2%c. each; skate wheels, with self- 
contained ball bearings, 10c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt 
65c, per 100; adjustment binding bolt 
nut, 65c. per 100, and toe clamps, 
12c. per pair. 

Chieftain line, No. 400, for either 
boys or girls, _ self- contained _ bail 
bearings, $1.45 per pair. 


SASH CORD. — Moderate demand. 
Prices are as shown and stocks are 
ample. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK 
Sash cord, Samson Spot, No. 8, 
67%c.; Aetna No. 8, 331%c.; Phoenix 
No. 8, 41c.; Sachem, No. 8, 
No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


SCREWS.—Sale is normal. 
not expected to change. 


JOBBERS’ gph ge: TO RE- 
TAILERS, F.O.B. NEW YORK: 

Wood screws, flat head, bright iron, 
50-10-10; round head, blue, 45-10-10 
round head, iron, nickel plated, 271% - 
10-10; flat head, galvanized, 20-10-10: 
flat head, brass, 45-10-10; round head, 


Prices are 








brass, 40-10-10. These discounts ap- 
ply to new standard screw lists, 

Machine screws, flat and round 
head, brass and iron, 70 per cent . 
discount. 


STOCKS AND DIES.—Jobbers an- 
nounce a 10 per cent advance on stock 
and die sets and a 10 per cent advance 
on pipe cutters also. The new price is 
effective immediately. 


TIRES AND TUBES.—Steady de- 
mand, with prices unchanged. Stocks 
are satisfactory. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. NEW YORK: 


Tires and Tubes.—Mansfield tires. 
30 x 3% Liberty Cord, $5.45; heavy 
duty oversize, $7.25; 32 x 4 Liberty, 
$10.20; heavy duty, $12.10; tires, 29 x 
4.40, $s; 32 x 6.20, heavy duty, $17. 40; 
tubes, 30 x 3%, $1.40; balloon tire 
tubes, gray, 29 x 4.40, $1.65; 32 x 6.20 


TREE LIGHTS.—Though somewhat 
early for Christmas items, jobbers are 
booking a fair volume of orders on 
tree lights. Prices are not expected to 
change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


No. 842—Propp 8 light Mazda ex- 
tension outfit, $1.23 each; in standard 
pkg. quan. of 50, $1.20 each; No, 83— 
Propp 8 light Mazda extension out- 
fit, $1.48 each; in standard pkg. 
quan. of 50, $1. 44 each; No. 80— 
Propp 8 light Mazda extension out- 
fit, $1.73 each; in standard pkg. quan. 
of 50, $1.69 each; No. 72—Propp 7 
light a multiple set weather- 
proof, $2.74 each; in ene pkg 
quan. of 30, $2. 67’ each 


No. 864—Propp 8 light carbon out- 
fit, 75c. each; in standard pkg. = 
of 50, 70c. each; No. 3500—No 7 
light Mazda twinkling outfit, 
weatherproof, $3.94 each; in stand- 
ard pkg. quan. of 50, $3.84 each; No. 
116—Noma 15 light Mazda twinkling 
outfit, weatherproof, $4.54 each; in 
standard pkg. quan. of 25, $4.43 each; 
No. 3020—Propp Mazda tree star, 
$1.80 each; in standard pk. quan. of 
30, $1.76 each; No. 305—Propp 12 in. 
plain wreath, $1.16 each; in standard 
pkg. quan. of 10, $1.13 each. 


No. 310—Propp 12 in. silk wreath, 
$2.05 each; in standard pkg. quan. 
of 10, $2.00 each; No. 306—Propp 6 in., 
silk auto wreath, $1.16 each; in 
standard pkg. quan. of 10, $1.13 each; 
No. 1600 Noma—1l4 in. holly wreath 
complete with 8 Mazda lamps, $3.00 
each; in standard pkg. quan. of 10. 
$2.93 each; No. 3000—Propp electric 
chimes, $1.48 each; in standard pkg. 
quan. of 50, $1.44 each. 


No. 303—Propp 3% in. copper re- 
flectors, $2.75 gross; packed 8 in a 
box, 18 boxes of 8 in standard car- 
ton; No. 76 Mazda lamp asst., 
packed 100 asst. lamps in box, $7.89 
per C; No. 78 Mazda lamps solid 
colors, red, green, yellow, orange, 
white. blue, purple, packed 10 in a 
box, $7.80 per C: No. 99 Mazda lamp, 
intermediate base for No. 72 or No. 
3500 outfit, 181%44c. each; packed 10 
of a color in a box. Colors red, blue. 
green, orange opal yellow. 


TREE STANDS.—As in the case of 
tree lights, jobbers are beginning to 
book a fair volume of business en 
Christmas tree stands. Prices are not 
expected to change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Christmas tree stands, Gem, 30c. 
each; Cro “x No. 2, 65%c. each 
Crown No. 3, $1.09%4 each. 


VENTILATORS.—The cool weather 
last week helped sell ventilators. The 
trade expects a steady demand to con- 
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The Remington Weekly Letter 
MORE SALES BUILDERS FOR REMINGTON DEALERS 


Earlier in the year I wrote you about the advertising Remington is doing to make it easier to 
sell Remington Shotguns, Rifles, Shotgun Shells, Rifle Ammunition, Pocket Knives, Butcher 
and Kitchen Knives and Shears. I gave you lists of the General Magazines, Farm Papers, 
Sporting Papers, Boys’ Magazines, and Women’s Publications, with a combined circulation 
of 13,747,889 that we are using. 


In our advertisements in these publications we always refer the reader to his local dealer and 
invite him to write us for a descriptive circular on the product in which he is interested. We 
have a large list of these circulars and they are available to you for distribution to your cus- 


tomers. Here are the subjects covered: 


Remington High Power Autoloading and Slide Action Take Down Rifles 

The New Improved Remington Model 11 Autoloading Shotgun 

More Power for your .22 Rifle with Remington Kleanbore Hollow Point 
Cartridges 

12 and 20 Gauge Pump Action Take Down Repeating Shotguns 

Remington .22 Caliber Rifles for All Small Game 

Remington .22 Caliber Kleanbore Cartridges 

Remington Game Loads 

The Thrill of Trap Shooting with Remington 

Remington Model 25 Slide Action Repeating Rifle .25-20 & .32 Calibers for 
all game of medium size 

Remington Kleanbore Cartridges for .410 Gauge Shotguns 

Remington Outdoor Knives with Sheaths 

Remington Horticultural Knives for Pruning and Budding 

Remington Shears 

Remington Hunters’, Trappers’ and Outdoor Knives 

Remington Knives for Farm and Ranch 


If you will address our advertising department, our Advertising Manager will take pleasure 
in sending you reasonable quantities of any of these circulars that you can use to advantage 
to stimulate your sales. It costs you a stamp every time you send out a bill and you might 
as well include something with it that will help you to make another sale. 


President 


REMINGTON ARMS COMPANY, Inc. 
Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 
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tinue. Prices are not expzec.ed to 1, $5.20; No. 2, $5.60; No. 3, $6.40; 
No. 4, $7.60: No. 5, $8.40 Prices are 
change. per dozen net 
JOBBERS’ QUOTATIONS TO RE- _ OA, : 
TAILERS, F.0.B. NEW YORK: WEATHERSTRIP.—Demand becoming 
Continental, met: al frame, No. 833, | iV . war’ mane >, je sei : 
$4.50: No. 837, $4.75; No. 845, $5.20: active. Cooler weather is helping this 
No. 1137, $5.50; No. 1145, $6.30; No line. Prices are steady, with stocks in 
1437, $7.30; No, 1445, $8.10. Prices are y > iti 
aoe ee dae. good condition. 
Continental wood frame ventilators, JOBBERS’ QUOTATIONS TO RE- 
No. V836, $3.60; No. V923, $4.05; No. TAILERS, F.O.B. NEW YORK: 
V937, $4. 50: No. V949, $6.10; No. V959, Weatherstrip, wood and rubber 
$6.75; No. V1537, $5.85; No. 1549, strip. 
$7.80. Prices are per dozen net. Per 100 Ft. 
Diamond E, metal frame, No. 01, No. 0 - a+ «) Bae 
$4.40: No. 02, $4.80; No. 03, $5.60; No No. 1 1.80 








SO 


ee, BECO oe POO re ee 3.34 
a ee eee OF 407 

Metallic flexible strip. wg 
a ae (eee 2.15 
LR BSR Ose eRe re: . 265 
in, ee ee ee. RE oe 305 

Felt weatherstrip, No. 100, 6c. per 
carton 


Wirfs home comfort strip, maroon, 
000 ft. reels, $33.50 per 1000 ft.; white. 
500 ft. reels, $33.50 per 1000 ft. 

Serval weatherstrip, No. 1A, ma- 
roon, 500 ft. reels with tacks, $8.00 
per reel; No. 2B, white, 500 ft. reels 

with tacks, $8.50 per reel. E 


New England Retailers Are Still Buying a 
Lot of Merchandise but in Small Lots 


(Boston office of HARDWARE AGE) 

BosToN, Oct. 2.—Local shelf hardware jobbers are of the opinion 
that September business will not measure up to the standard of 
other years in either volume or gross value. The policy of the 
average New England retail dealer is to buy merchandise in small 
lots, and these lots appear to grow progressively smaller as each 
month passes. He is ordering very often, however, and in the 
aggregate is buying and disposing of a lot of merchandise. Such 
conservative buying has brought about quite a decided change in 
the jobbing business. Jobbers have to give better values than here- 
tofore; has to carry a larger amount of stock and a greater variety; 
and in addition has to give quicker service, all of which costs money. 
Never before have New England retailers obtained the service they 
have today. 

I'rosts were experienced last week, which practically wiped out 
garden truck crops. Farmers are therefore putting their lands in 
shape for the winter. House owners are putting on storm doors and 
windows, starting furnaces and heaters and doing the thousand and 
one things about the home in preparation for the cold months to 
come. The character of goods moving most freely in hardware 
circles therefore has changed perceptibly. There is, however, a 
steady absorption of staple hardware lines, but still comparatively 
little interest in futures with the exception of a few lines such as in- 
cubators, brooders, paint brushes, etc. 


per doz. net; Senior, $28. Blue Rib- 


AIR MOISTENERS.—Larger jobbing bon barrel racks $3.75 each net 
sules are reported. Retail stocks are | i ae 6% f 
spotty, some dealers having sufficient | AUTOMOBILE TIRES.—The move- 


for immediate requirements, while | ment of tires and tubes out of stock is 
others are bare of goods and in urgent | fully up to the ratio of former weeks. 
| JOBBERS’ QUOTATIONS TO RE- 
BOSTON 


need, | 
TAILERS, F.O.B. 
JOBBERS’ QUOTATIONS TO RE- Tires. — Mansfield line, Clincher, 
TAILERS, F.0O.B. BOSTON heavy duty, 30 x 3%, $7.25 each; 
Air Moisteners.—Standard makes, | straight sides, 30 x 314, $9.10; 31 x 
silver colored, $6 per doz. net; gold 4, $11.40; 32 x 4, $12.10; 32 x 4% 
coored, $6. $15.95; 34 x 4%, $i7. 25; 35 x 5, $23.30. 


Tires.—Mansfield line, truck, 8 ply, 


ASH SIFTS.—Sales the past few days) — 73,* 345 920-33: 33 * 1% pa 80; ae 
have speeded up noticeably, but indi- | $3115: 35 x 5, $31.85: 10 ply, 32 x 6. 
vidual purchases by retailers are con-| — $3°.40; 36 x, 6, $46.00; 34 x des'ses a6 
servative. There is a call for ash can i —-_ rie 


Tires.—Mansfield line, balloon, 27 x 


trucks. 4.40, $7.60 each; 30 x 4.50, $8.90; 29 x 
JOBBERS' pene y TO RE- 5.75, $10.05: 30 x 4.75, 10.35; 29 x 5.00, 
TAILERS, F.O.B. BOSTON: $10.40; 30 x 5.00, $10.75; 31 x 5, 11.20; 
Ash Sifts.—Triumph, two to _ the 30 x 5.25, $12.50; 31 x 5.25, $12.90. Six 
crate, in crate lots, $2.17 each crate ply, 29 x 4.40, $9.75; 30 x 4.50, $11.35: 
net. Success, $6.50 per doz. net 31 x 5.25, $15.10; 30 x 5.50, $16.45; 32 
Square, in dozen lots, $5.75 per doz x 5.77, $18.75; 30 x 6, $16.60; 31 x 6.60, 
net; round, $3.68. Favorite, $6 per $17.10: 32 x 6.00, $17.40; "81 
doz. net; Rapid, $8.40. | $20.60; 32 x 6.20, $20.85; 32 x ei 
Ash Can Trucks.—Little Man, $30 $22.50. 





Tubes.—In lots " less than six, 
Mansfield line, 30 x $1.30 each; 30 
x 3, $1.40; 31 x 4, $2.40: 32 x 4, $2.10; 


30 x'5, $3.25; 36 x 5, $3.65; 32 x 6 
$5.45; 36 x 6, $5.85; 38 x 7, $8.25. Bal- 
loon, less than 12, 27 x 4.40, $1.56 
each; 29 x 4.40, $1. 65; 30 x 4. 50, $1.75; 
in lots of six or less, 28 x 4.75, $1.85; 
29 x 4. 75, $1.90; 30 x 4.75, $1.95. - F 
95, 5.00, $1.95; 
$2.05; 30 x 5.25, $2.2 »: "30 x 350, o wi; 
30 x 5.77, $2.65; 33 x 5.77, $3; 
6, $2.55; 33 x 6, ses. 32 x 6.20, $3: 2 
x 6.75, $3.50; 34 x 7.30, $3.85 
Discounts. — An extra 5 per ‘cent 
discount from the previous prices is 
allowed. 
BRUSHES.—Jobbers are endeavoring 
to interest retailers in paint brushes 
for next spring delivery, but forward 
buying is slow in developing. It should 
be said, however, a few sizable bookings 
were made the past week. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. BOSTON: 
Brushes.—Paint, wall, 3% in., $4 to 
$14.50 per doz. net; whitewash, 7 in., 
$4.58 to $21.; calcimine, 7 in., $9.50 to 
$59; paper hanger, 10 in., $2.50 to 
$16; flat varnish, 2 in., $1.20 to $6 
oval varnish, $11 to $20.50. 
CAMPER’S GOODS.—New England 
sportsmen are getting ready to go into 
the woods and brush. Retailers al- 
ready are beginning to have a call for 
camper’s goods, and, in turn, the move- 
ment of goods out of jobbers’ stocks is 
better. 
JOBBERS’ oe Uaoron. TO RE.- 
TAILERS, F.O.B. BOST 
Compasses. —No. 182, ieee each net: 
No. 18368, $10 per doz. net; No. 1770, 
$2; No. 5613R, $1.25 each net. 
Axes.— Marble a, No. 2 unten. 
$2.17 each net; No. $1.50; No. 9, $1. 
Knives.—Marble ling. No. 45, 
each net; No. 49, $1.50; No. 545, $1.67; 
Richard.. No. 1114, $5 per doz. net 
Universal, No. 0020, 6 in., $17 per 
doz. net; No. 0020, 5 in., $15. 
CARVING SETS.—Throughout Octo- 
ber carving sets should be in good de- 
mand, in view of pre-Thanksgiving 
Day needs. The average New England 
jobber is carrying a large and attrac- 
tive assortment at attractive prices, as 
formerly quoted, and prompt deliveries 


can be made. 


FENCING.—There has been a lot of 
fencing sold through Boston jobbers the 
past week or two. As might be e* 
pected, the greater portion of it has 
been field fence. 
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Reading matter continued on page 72 
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Emerson said years ago that “an 
institution is but the lengthened 
shadow of a great man.” 
Richards-Wilcox, in paraphrasing 
this, look beyond any one man to 
a group of men—to an organi- 
zation—to products—to service. 


R-W products over a period of 
23 years have held a foremost 
place, attained a world-wide 
acceptance, andestablished a pres- 


tige that challenges comparison, 
because every item that bears the 


R-W trademark is thoroughly good. 


This supremacy could not be 
possible with an organization that 
failed to interpret the best of 
products in terms of the best of 
service. It is this that has made - 
the R-W plant (the largest of its 
kind in the world) the “length- 
ened shadgw of good service.” 


This doorway service is always at your command 
without cost or obligatian. 





New York - 


AURORA, ILLINOIS, U.S.A. 


Chicago 
St. Louis mew Orleans Des Moines 





Boston Philadelphia Cleveland Cinci ti 
Minneapolis Kansas City Los Angeles 


Montreal - 


7 Francisco Omaha Seattle 
RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. 


Detroit 
* Winnipeg 


Largest and most complete line of door hardware made 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.8. BOSTON 
Fencing.—Lawn, ornamental, in 10 


rod rolis, 36 in., $1.81% per rod; 42 
in., $1 8; 48 in., $2.31. tyle L ex- 
tra, 36 im., $1.82 per rod; 42 in., 


’ 

$1.48%; 48 in., $1.65. 

Fencing.—Field, from store, $4.15 
per cwt., net. Factory shipments in 
car lots, plain, $3.30 per cwt.; in less 
than car lots, $3.55. Smooth, gal- 
vanized, sizes No. 6 to No. 9, in car 
—_ 94 20 per ewt.; in less than car 


ne a peare * 2 F, Pg x 3, 
$3 each net; 42 x3. 
3.24; 36 x 3%, S312 "a 4 “in $2.2 
8 x 3%, $3. 


FRUIT PICKERS.—There is still a call 
for fruit pickers, chiefly from the more 
northern New England States. The 
season is about over, however. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. BOSTON 

Fruit Pickers.—Peerless, “No. 299, 
without wire-wound socket, $5.50 per 
doz. net; Perfect, No. 327, $5.50. 


INCUBATORS AND BROODERS.— 
One of the brightest spots in the mar- 
ket, say jobbers, is the incubator and 
brooder field. It was predicted some 
years ago that, like the automotive car, 
we had reached the zero mark, yet 
since then we have mounted to new high 
record sales every year, and there is 
every indication that 1928 will hang up 
a new high record sales mark. 


JOBBERS’ Sg phe eed TO RE.- 
TAILERS, F.0.B. BOSTON 

Incubators.—No. 14, sty le 2, $16.50 
each list; Ey 16, style i. $2. 50; No 
17, style E, “aq Standard, vo. 1, 20; 
No. 2, $35; , $46.50: No. 4, $55: 
No. 5, 87°50. 

Brooders.— Coal, No. 101, $26.60 
each list No. 118, $18.50; No. 119, 
$22.50; Oil, No. 27A, $16.75 each list: 
No. 80, $17.50: No. 81, $18.50: No. 28A, 
$19.50; No. 29A, $21. 

Discounts—30 per cent 


P ADLOCKS.—There is a good and con- 
sistent demand for padlocks. Demand 
does not appear to run to any one spe- 
cial kind or make; it is general. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. BOSTON 

Padlocks. —R.F.D., Corbin ‘line, No. 
915%G, $4.16 per doz. net; No. 
915%GC, $5.16; No. 2832, $4.60; No. 
02827C, $6.20. General usage styles, 
No. yn gee $6.45 per doz. net; No. 

o Aw -16; “No. 2880C, $18.36; "No. 
Ht , $1. 52; No. 09827D, $4.03; No. 
we " $4.22:" No. 09855B, $10. 

Yaie.—No. 223%, ze. each list; No. 
225, 58c.; No. 235, ; No. 563, $1.10; 
No. | fom 813, $1.90: No. 
823, $2.05; No. 833, $2.30; No. 833%, 
2.50; No. 843, $2.55; No. 84314, $2.75: 
: $2.85; No. 853%, $3.05; No 
863, $3.45: No. 86314, $3.65: No. 1375, 
$1. 40: No. 1671B, 56c.; No. 2375, $1 30! 
Discount, 30 and 10 per cent 


A Silver Plating Polish 
A. C. Justice Co., 904 Walnut St., Phil- 
adelphia, Pa., is manufacturing the U-Kan- 
Mate silver plating polish which removes 





tarnish and is said to prolong the life of 
newly plated ware. 











LS 





VAINTS.—It has been said prepared | 
paints in the convenient containers will | 


be 25c. per gallon higher when spring is 
ushered in next year. Boston jobbers 
have not received new lists from manu- 
facturers, however. 


PYREX WARE.—The impending pre- 
Thanksgiving retail demand has stimu- 
lated a livening interest in pyrex ware. 


JOBBERS’ ples TO RE.- 
TAILERS, F.0.8. BOST 

Bread Pans. a 212, on 20 dozen: 
No. 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.: 
Oval, No. 632, $12 doz.; No. 533, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per dozen; 
No. 209, $7.20 per dozen. 


Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.: No. 


232, $14 doz. 
iced Tea Sets.—}$4 per set. 


RADIATOR SHIELDS.—There is a de- 
mand, although not an active one. 
Prices are steady and unchanged. 


JOBBERS'’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. BOSTON 

Radiator Shields —Gem atinatahie 
No. 1, $4; No. l-a, $4.50; No, 2, $4.50: 
No. 3, $5; No. 4, $5; No. 5, $5.50; No. 
6, $6; No. 6b, $6; No. 7, $6.50; No. 8, 
$7. These prices are list per each 
and subject to dealers’ discount of 
30 per cent. These models with 
water humidifiers are $1 extra each, 
list. 

Register shields, Gem No. 1, floor 
type, $12; No. 10 floor type, $10; No. 
2, wall type, $6 and No. 20, wall type, 
$5.20. Prices are net to dealers per 
dozen. No. 1 and No. 2 are oxidized 
copper. No. 10 and No. 20 are black 
enameled. 


SHOVELS.—The recent cooler weather 
has sprinted up retail buying of fur- 
nace scoops. In addition, a sprinkling 
of orders for snow shovels, both wood 
and iron, have appeared in the Boston 
market, the first of the season. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. BOSTON 

Shovels. — Snow, Rugg flee, steel, 
long plain handle, round, $4. 50 per 
doz.; square, $5; split wood D han- 
dle, No. 78%, $5; iron D handle, No 
79, $5. Boss line, long handle, $4.75: 
iron D handle, $6; split wood D han- 
dle, $6.75. 

Scoops.—Massachusetts, D handle, 
hollow back or strapped back, No. 2, 
$16 per doz. list; No. *. $16.50; No. 4, 
$17.50; No. 5, $18. 25; . 6, $19; No. 7, 

.75. Ames lin Ne 2, $24.70 per 
doz. list: No. 3, 5.45: No. 4, $26.20: 
No. 5, $26.95; No. 6, $27.70; No. 7. 
$28.45. For polished scoops add $2. 20 
per doz. Discount 25 and 10 per cent 

Spades. Pewee plain back, 
PB cay No. 7.50 per doz. list: 
R, moulder, KR ad. No. 2, $17.50 


«lhe company designed U-Kan-Plate to 


| deposit a plating of pure silver on any 





| metal containing a sufficient amount of 


copper as an alloy, such as brass, copper, 
nickel silver and german silver. While 
cleaning off the tarnish that accumulates 
on plated ware, a plaiting of pure silver 
is deposited on any worn places that show 
the copper alloy underneath, making the 
articles look like new. 

The copper of the article being pol- 


| ished acts as an electro agent and takes 


| the silver out of the polish and deposits 


| it as real plating. 


The company states 











es 


Ames line, plain back polished spade, 
No. 2, $26.20 per doz list; b, moulder 
polished, No. 2, $26.20. Discount, 2 
and 10 per cent. 
STOVE BOARDS.—Recent sales have 
been far more encouraging to jobbers 
than previous ones. There evidently is 
still an urgent call for the wood burn. 
ing, as well as the coal burning falj 
and winter heaters in homes. 
JOBBERS’ a es TO RE. 
TAILERS, F.0.B. BOSTON 
Stove Board _—Paper lined, No. 4 
square, 28 x 28 in., $9.88 per doz. net 
30 x 30 in., $11.60; 32 x 32 in., $13.75 
Wood lined, No. 3 square, 28 x 28 in. 
$18.50; 30 x 30 in., $21.50; 33 x 33 in 
$25.25. 
WATCHES.—In common with the im- 
proved demand for clocks of al! kinds, 
there is a much better demand for 
watches, more particularly the cheaper 
wrist kinds. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. BOSTON 
Watches.—Ingersoll line plain dials, 
$1.02 each net; Eclipse, Junior, 


$2.17; Mid et, $2.17; rist, $2.33: 
with’ radiolite aia, Yankee, 3: .50; 

Two in 2 ng $1.67: Eclipse, $2.17; 
Midget, $2.5! rist, $2.67; Water- 
bury Chrcentens: plain dial, $3. 33 each 
net; radiolite dial, $4. New Haven 
line, Tip-Top, plain, $1 each net; ra- 

dium, $1.48; Tip-Top, wrist, plain, 
$2.29; radium, $2.62. New Haven, 
95c. Sports timer, $1.65. 


WEATHER STRIP.— Weather strip is 
selling very fast. A lot of retailers, 
who considered themselves protected on 
stocks, have found themselves suddenly 
destitute. Consequently there is a lot 
of rush business passing through job- 
bing houses here. 


JOBBERS’ Eon. TO RE. 
TAILERS, F.O.B. BOST 

Weather Stri aa. wood and 
felt, Nos. 60 to 65, in full bale lots, 60 
and 10 per cent discount; Clincher 
double contact, Nos. 7 to 75, 50, 10 
and 5 per cent discount. Economy 
metal, 24 cartons to the case, for 
windows, 36 x 36 x 36 in., $27.36 per 
case net; 42 x 42 x 42 .in., $31.68. For 
door, 36 x 84 in., $28.80 per case; 42 
x 84 in., $30.96. Home Comfort, 500 
ft. feels, maroon, $4.20 per 100 ft.: 
white, 5. Victor, flexible felt, 20 per 
poe A off the list. Spring bottom strins, 

5 per doz.; 36 in., $5; 42 in., 
$5. 65." Axtell, all metal, 36 in., $6 
per doz.; extra fixtures, $4 per doz. 

WINDOW GLASS.—It is reported an 
advance of 10 per cent is coming In 
window glass. Boston jobbers are still 
operating on the old price basis, but 
they say a change in quotations may 


come any minute. 


that if U-Kan-Plate is continuously used 
for cleaning purposes, plated ware will 
continue to look new. 

There is no mercury or acid in this sil- 
ver plating polish, which will also clean 
gold and aluminum. A special demonstra- 
tion display assortment has been prepared 
by the company. It includes 18 three 02 
bottles and 6 eight oz. bottles of U-Kan- 
Plate, one nickel silver teaspoon, a piece 
of brass, a piece of copper and several 
canton flannel cloths. This assortment is 
packed complete in a carton. 


Reading matter continued on page 74 
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Makes File Sales Easier 


Quality, reputation and cutting ability are 
factors which go toward making the con- 
stant demand for SIMONDS FILES. You 
can sell these files faster, and at a good 
profit because they meet the requirements 
of not only the regular file user, but also 





SIMONDS 


the man who needs them in his personal kit. 
Practically every kind of files used in in- 
dustry are made in Simonds finely equipped 
factory. 

When you order again from your jobber 
call for a few dozen of these files. 


SAW and STEEL COMPANY 


ESTABLISHED 1832 


HARDWARE DEPARTMENT 


FITCHBURG, MASS. 
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Kansas City Reports Improvement in 
Business—Prices Remain Firm 


(Kansas City office of HARDWARE AGE) 


KANSAS CITy, Oct. 2.—Last week yielded more current business 
to one of the larger wholesale hardware houses on the River, ac- 
cording to an executive on its staff, than any previous week within 
five years—and there have been some heavy-volume periods in that 


time. 


This statement tallies fairly well with the recent experience 


of other jobbing institutions in this territory. September went out 
with a rush of orders and October opened in the same lively fash- 


jon. 


The morale of both the wholesaler and retailer is high. 


The marked improvement in business is noticeable in nearly every 


quarter. It affects all seasonable 


lines. The demand for heaters 


and heating sundries is particularly heavy. Mail orders are coming 


to the wholesale houses in a strong and steady stream. 


It is a 


combination of higher buying power and lower temperature that 


makes trade so unusually good. 


At this season of the year a pick-up | 
is always expected. But the present 
acceleration of volume is here ahead of 
time and is producing a greater flow of 
orders than the fall upturn of last year. | 
A rush of business in fall and winter | 
goods seems to have been precipitated | 
by a fortnight or so of cool weather. 

Though some very light frost has | 
been reported, it has not affected the 
corn crop in the least. The big corn 
crop now maturing in this territory is 
said to be entirely out of danger im this 
respect. This means that the Southwest 
is virtually assured of one of the big- 
gest corn crops in its history. 

Save for the rather low price of 
wheat, the agricultural picture is al- 
most perfect. Farmers are feeling 
better than they have felt since 1920. 
So are the merchants. If the goose 
ever hung high in this part of the coun- 
try, it hangs that way now. 

Sporting goods are getting a gener- | 
ous share of the consumer’s buying at- 
tention. Ammunition and arms are | 
moving briskly. This in itself is a re- 
liable indication of the prosperity 
throughout the territory, for arms and 
ammunition play a conspicuous part in 
the countryman’s scheme of recreation. 
Retailers report a fine trade in loaded 
shells. 

Radio is moving toward the center of 
the hardware stage. Volume in this 
line is gathering strength every day. 
The season is particularly propitious. 
With the Presidential campaign in full 
swing and a probably closely contested 
world series in the offing, radio up- 
plies are active indeed. Radio men are 
looking for another biggest-yet season. 

The fact that the trend of this trade 
is swinging so positively toward elec- 
tric sets is another reason for the heavy | 








radio volume. -It is estimated that 85 
per cent of the radio business done cur- 
rently is in electric sets. 

Seldom have the jobbers felt better 
or been busier. Ten minutes for lunch 
is the self-imposed schedule for many 
a jobbing executive. Orders are swamp- 
ing some of them. Although several of 
the wholesalers are still behind their 


volume for 1927, it is now firmly be- | - 


| 





lieved that every house on the River | 


will have caught up with and passed | 


last year’s record by the time Jan. 1 
rolls around. 

Last year was the best they had had 
in seven years. Retail stocks are con- 


sidered low, though well assorted. Con- | 


sequently the buying activity of the 
consumer is precipitating a volume of 
orders that is almost without prece- 
dent for this time of the year. 


ALCOHOL.—Retail orders are being 
filled by the wholesalers in heavy vol- 
ume. Prices are uppish. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, — MISSOURI RIVER 
CROSSINGS 

Denatured alcohol, 188 proof, for- 


mula 5, in 65-gal. drums, 61c. per gal.; 
in lolts of 5 to 9 drums, 59c. per gal.: 


10 to 19 drums, 57c. per gal.; in lots 
of 20 or more drums, 56c. per gal.; 
$6 charge for drums, subject to credit 


on return. 


AXES.—Some business is being booked 
on this item, aithough it is not yet 
strong. Prices steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 
Frat “away rs oe Te unhan- 
dled axes, 3 to b., $14.50 base; 
handled, $18.75 Mia $20.50 base. 
BALE TIES.—Trade: continues good, 
with some tendency to. increase, de- 
spite the lateness of the season. Prices 
firm. 
JOBBERS’ QUOTATIONS TO RE- 





TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 
Fourte 2en gage, 8% ft., $1.39; 9 ft 
b; 15 gage, if ft, sue: 8 ft 
‘ ip Siemas @ St, $1.28; 91, 
$1.34; 1514 gage, 8 ft., $1; 8% ft 
$1.06; "9. ft. $1.12; 6 gage, 7% ft 
88c,; 8 ft., ‘92c.; 816 S., Bec. 


KUILDERS’ HARDWARE. — Orders 
are going out in satisfactory volume. 
Recently advanced prices still “ea 


JOBBERS’ QUOTATIONS TO R 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Case lots of 2% x 2% steel butts 
old copper and dull brass _ finish, 
$19.25 a hundred pair; 3% x 3%, $20 
a hundred pair; 4 x 4, a hundred 
pair; heavy steel bevel inside sets 
case lots, $5.50 per doz.; steel bit- 
keyed front door sets, $18 per doz 
set; wrought bronze metal, $2.25 per 
set; cylinder front door sets, wrought 
bronze metal, $6.50 per se 


| CARRIAGE AND MACHINE BOLTS. 


—Prices are stiff and business is good. 
JOBBERS: QUOTATIONS TO RE. 


TAILERS, B. MISSOURI RIVER 
CROSSINGS: ~ 

Small carriage, rolled thread, 50-10 
10-5 off list; smal carriage cut 


thread, 50-10-5 off list; large carriag: 
cut thread, 50-10-5 off list; small ma 
chine rolled thread, 50-10-10-5- of 
list; small machine cut, 50-10-5 of! 
From list as of April 1, 1927. 


CHAIN.—An excellent fall trade is be- 
ginning. Prices steady. 

sini s QUOTATIONS TO R 

AILERS, F.0.B. MISSOURI RIVER 

GROSSIN NGS: 

Proof coil che ain, 
I 2-0 Tenso, 
per reel. 
COPPER RIVETS AND BURRS.—In 
line with the season, volume is falling 
off. No price changes. 

JOBBERS’ QUOTATIONS TO R 
TAILERS. F.0.B. MISSOURI RIVER 
CROSSINGS: 

40-10 per cent off list. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Volume is somewhat on the in- 
crease. Prices firm. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

28 gage, 5 im. lap Joint eaves 
trough, $4.75 per 100 ft.; 28 gage, 
in. conductor pipe, $5 per 100 ft. 


FIELD FENCING.—Demand is fairly 
strong. considering the season. Prices 
highly competitive. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

$22.50 for 26-in: fence to $38.50 for 
9 top and bottom, 11 intermediat« 
and 12 stay wire. 


FILES.—Only a fair volume of orders 
is coming in. No price changes. 


JOBBERS’ QUOT AT SUK TO RE 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS; 

Nicholson, 50 per cent off list; job- 
— brands in full packages, 60-19 
off list. 


GALVANIZED WARE.— There has 
been some slackening of business in this 
line, although it continues to move in 


34 in., $9 per cwt 
250 ft. feel lots, $6 


: Reading matter continued on page 76 
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The Year’s Greatest 
Truck Sensation 
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The World’s Lowest Priced Truck With 
4 Speeds Forward and 4-Wheel Brakes! 


The tremendous success of the truck with 4 speeds forward and 
new Chevrolet Utility Truck in 4-wheel brakes. And not only 
every section of the country has does it give you, to an amazing 
established it as the greatest com- _ degree, those basic truck elements 
mercial car sensation of the year! of power, speed, endurance, 

economy and handling 
of business have hailed UTILITY “TRUCK ease — but it is also avail- 
it as an outstanding $ able with a body type 
schtéveniedt— for. tt designed especially for 
offers every feature need- (Chassis Only) your business. 
ed for modern transpor- _— sina P Visit your Chev rolet 
tation ... at the lowest Chassis........ 375 dealer today and see this 
price ever placed on a_ f.o.b. Fling, Michigan remarkable truck! 


Truck users in every line 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN s 
Division of General Motors Corporation 
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fairly 
firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Galvanized tubs, standard, No. 0, 
$5.20 per doz.; No. 1, $6.40 per doz.; 
No. 2, $7.20 per doz.; No. 3, $8.45 per 
doz.; common gaivanized pails, & qt., 
$2.10 per doz.; 10 qt., $2.25 per doz. 


GRAIN SCOOPS.—Orders are still 
coming in. Prospect of a heavy corn 
crop helps trade. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI! RIVER 


satisfactory fashion. wees 


er 
_ ht weight, full 1 Split-D 
han ry No. $12 per No. 8, $13; 


No. 10, $14; No. 12, $15: "No. 14, $16. 


HAMMERS.—Volume is beginning to 
pick up, though not conspicuously. 
Prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

First grade, 711% nail hammers, 
12.60 per doz.; jobbers’ brands, 
10.80 to $11.40; competitive forged 
naii hammers, $4 to $6 per doz.; cast 
steel hammers, $3.60 per doz. 


HARNESS.—Business continues in fair 
volume, with a seasonal tendency to 
slacken. Prices are as stiff as ever. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Regular No. 1 quality, 1% in. traces, 
$70 per set; No. 2 quality, 1% in. 
traces, $58 per set; No. 3 quality, $53 
per set. 

HARNESS HARDWARE.—A slight 
falling off is registering. No change in 
prices. 

JOBBERS’ agile ONS TO RE.- 
TAILERS, F.O MISSOURI RIVER 
CROSSINGS: 

1 in. japanned buckles, $2 per gross; 
No. 200 XC snaps, 1 in., $6.60 per 

ross; roller snaps, No. 8, $2.65 to 

3 per doz.; No. 47% XC bits, $1.50 
per doz. 


HATCHETS.—Some business is begin- 
ning to come in, Prices are firm. 


JOBBERS’ pyres rene TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER | 
CROSSINGS: 

Size 2 extra quality broad hatchets, 
$16.70 per doz.; competitive forged 
shingling hatchets, $6.50 per doz, 


HINGES.—Orders are being booked 
steadily, although not in great volume. 
No new price changes. 





tor: tg TA ens TOR 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS 


Heavy strap hinges in bundles, 4 
in., $1.05; 5 in., $1.48; 6 in., $1.76; 8 
in., $2.80; 10 in., $4.52 per doz. pair; 
extra heavy T hin es in bundles, 
: _ ext .45; 5 in., $1.77; 6 in., $2.10; 


ananee COLLARS.—Trade continues 
in some degree, but is not heavy. Prices 
firm. 

JOBBERS’ oper Arne TO RE. 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Full grain collar-leather collars, 
average 16% in. draft, $55 per doz. 


LAWN MOWERS.—Demand has come 
to its seasonal end. No price changes. 


soenene. by OTATIONS TO RE- 
TAILERS, . MISSOURI RIVER 
CROSSINGS: 

Hard lawn mowers, $6 to $30 each. 


MILD STEEL BARS.—Steady, though 
not heavy, business keeps up. Prices 
unchanged. 
goeeane Sor nr ee TOR 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 
Bars, shapes and small -angles, 
$3.56 per cwt. base; structural. sizes 
and shapes, $3.66 per cwt.; mild steel 





bands, * and lighter, $4.21 per 


cwt.; steel hoops, $4.66 per cwt.; re- 
inforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.: 
cold rolled square bars, $4.66 per cwt. 


NAILS.—Business is fairly good. No | 
new prices out. | 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSS! NGS: 

Common wire nails, $3.40 per keg, 
base, (see new extras). 


OILS.—Prices have taken a slight drop. 
No pick-up reported. Market unsteady. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Raw linseed oil in bbl. lots, 84c. pe 
gal.; boiled linseed oil in bbl. lots, 
87c. per gal.; turpentine in bbl. lots, | 
64c. per gal. ! 


POULTRY NETTING.—Some demand 
continues, although the season is late. 
Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. MISSOURI RIVER 
CROSSIN NGS: 

50-10-5 per cent. 


ROPE.—Prices have receded somewhat. 
Business is fairly good. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. MISSOURI! RIVER | 
CROSSINGS: 

Highest quality Manila rope, stand- 


9 


ard brands, 22c. lb., base; No. 2 
Manila, standard nds, 20c. per Ib., 
base; No. 1 sisal , highest qual- 


ity, standard brands, 18%c. per fb.; 
No. 2 sisal rope, standard brands, | 
l4c. to 16%c. per Ib., base. | 


SANITARY PRODUCTS. — Retail) 
trade welcomes this addition to the 
hardware line. Orders are moving out 
increasingly. Prices steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

“Presto” pipe opener, 16 oz. cans, 
$2.15 = doz.; case lots (24), $2 per 
doz.; wl cle -aner, 22 oz. cans, $2 per 
doz.; case lots (24), $1.85; furniture 
luster, No. 6 “Presto, ” 6 oz. bottles, 
$2.75 per doz.; case lots (12), $2.60 per 
doz.; No. 12 ‘‘Presto,’’ $4.50 per doz.; 
case lots (12), $4.32 per doz.; 
porcelain cleaner, $1.35 per doz.; case 
lots (24), $1.20 per doz.; window 
cleaner, $3.75 per doz.; case lots (12), 
$3.60 per doz.; waterless cleaner, $5.55 
per doz. ; case lots (12), $5.40 per doz. ; 

“Silvershyn,’ $1.95 per doz.; case 
lots (72), $1.80 per doz.; “Met-L- 
Shyn,” $3.75 per doz.; case lots (48), 
$3.60; oil soap, $2.75 per doz.; case 
lots (36), $2.60 per ‘dos.; dry Cleaner, 
$3.75 per doz.; casd lots (12), $3.60. 


SCREWS. — Trade _ is 
though not heavy. No price changes. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 


} 
| 
| 
| 


Flat head bright screws, 50-20 per 


cent off list; round head blued 
screws, 45-15 per cent off list; flat 
head brass screws, 45-15 per cent off 
list; round head brass screws, 40-15 
per cent off list. 


SMOOTH WIRE.—Business is only 


fair. Prices remain firm. 
JOBBERS” guoTat! ONS TO RE- | 


TAILERS, F. . MISSOURI RIVER 
CROSSIN Nos!” 

No. 9, hard, $3.25 per cwt.; an- 
nealed, $3.40 per cwt. 


SOLE LEATHER.—Volume continues 
rather heavy. Prices still stiff. 
tr tg epi tate, | TOR 
TAiLERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 
me, 1 sole leather strips, 98c.; light, 
No. 2, 80c. 
STEEL SHEETS.—Business is holding 
up well. Prices competitive. 
JOBBERS’ a gi et be ayy J TOR 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 


28 gage galvanized flat, $5.25 per 
ewt.; 28 gage, black flat, $4.05 per 


satisfactory, | 





28 Keine 


ewt.; corrugated iron, 28 gage ga)- 
vanized, $4.45 per square; 26 gage 
galvanized corrugated, $4.90 per 
square; 28 gage painted corrugated, 
$3.15 per square. 


STORAGE BATTERIES.—Heavy ¢e. 
mand is expected; some movement has 


_ already started. No price changes, 


JOBBERS’ a at Bey TO RE. 
TAILERS, F.O MISSOURI RIVER 
CROSSINGS: 

Automobile, 6 volt, 11 plate, heavy 
standard terminal, $9. 10 each; 6 volt, 
13 plate, $10.75 each; 12 volt, 7 plate, 
$12.85; 6 volt, 11 plate, thin, standard 
terminal, $7.35; 6 volt, 13 ete, thin, 
for Ford and Chevrolet, $8.0: 


| SWEAT PADS.—A fair business in this 
| line continues. Wholesalers are stress- 
ing futures. Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

$4.25 per doz.; 20 in. base 


TIRES.—Excellent business registers. 


| Quality demand. Prices weak. 


JOBBERS’ QUOTATIONS TO RE 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield automobile, covered by 
standard warranty, 30 x 3 Sgt ge 
heavy duty cord, s.s., cl. 26; a . 
4, $11.40; 32 x 4, $12.10; 38 24 $12. 
32 x 1% $15.95; 33 x 4%, $16.60; 33 : 


A x 6.00, $17. a0, 

Toca 32 x 4%, 8 

$20. 555 . Fe x PX $21. _ 30 x 5, $228; 
é, 0:"36 x 6, 10 ply, $46.60: 

34 x a $018. 40 x 8, 12 ply, $91.60. 

(All foregoing’ prices subject to 5 per 

cent trade discount.) 


TUBES. — Volume _ continues bil 
Prices none too steady. 


JOBBERS’ QUOTATIONS TO RE. 
py — MISSOURI RIVER 
CROSS 

Manenela. ” 30 x 3%, oe! duty, 
tan, $15.60 per doz.; 31 x 4, tan, $i3 
per half doz.; 33 x ‘4, tan, $13.20 per 
; 32 x 4%, tan, $15 per half 
doz.; 33 x 4%, van, $15.60 per half 

2 .40, heavy duty, 
$18.60 per doz.; : 20 x 5.25, 
half doz.; 31 00, $14.70 per halt 
doz.; 33 x 6.00, $18.50 per half doz. 
(All foregoing prices es to 10 
per cent trade discount. Special 
brand tubes, 30 x 3%, 55 to 70 gage, 
2%-in. pole, reinforced valve base, 
vulcanized splice, full size valve, 75c. 
each; 29 x 4.40, 92c. each. 


Metal Hacksaw Frames 


Two new hacksaw frames with metal 
handles have recently been placed before 
| the trade by The Forsberg Mfg. Co. 
Bridgeport, Conn. These frames, said to 
be practically unbreakable, are known as 














No. 20 and No. 60. The larger number 
identifying the smaller frame. Although 
both frames have an 8-12 ins. extension, 
the stock of the No. 20 is 3/16 by 11/16 
ins. with a cutting depth of 3% ins. The 
stock of No. 60 is 5/8 by 165. ins. steel 
with a cutting depth of 3 ins. 

Both frames are made of the best 
materials, well finished and have handles 
providing a good grip. 





Reading matter continued on page 78 
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CHASE 








In the Brass and Copper Business 
A NEW TRADEMARK* 





This distinctive figure out of the bronze age (illustrative of the chase) is the 
new mark of the Chase Brass and Copper Co., Incorporated. 

You are going to see a great deal of it. This new Chase-mark will be 
used on shipping tickets, labels, boxes, cartons, on all our shipments of Brass 
and Copper products such as Bronze and Copper screen cloth, copper gutters, 
Alpha Brass Pipe, and other Chase Brass and Copper products. 

It will appear on all products formerly sold by the U. T. Hungerford 
Brass and Copper Company and the Waterbury Manufacturing Company, whose 
goods will now be sold under the Chase name and mark. 

Chase Brass and Copper products are carried in stock by thirteen Chase 
branches throughout the country, f and are also shipped direct from the fac- 
tories and mills of the Chase Companies, Inc., of Waterbury, Connecticut. 


See that your supplies in Brass and Copper bear the Chase-mark — the 


sign of a good product. 


BRONZE SCREEN CLOTH 
COPPER ROOF GUTTERS TO BE SPECIFIC... 
A L P H A B R A S S P I P E This new Chase-mark will appear on shipping tags and labels and 


on all boxes, cases and crates in which our brass and copper products 


ey. are shipped. Wherever practicable, it will also be die-stamped directly 
- on the products. Chase Bronze and Copper screen cloth, for example, 
yf cues and Chase copper leaders, gutters, Alpha brass pipe and other copper, 


brass and bronze construction materials will bear this new mark. 


CHASE BRANCHES: New York - Boston - Newark 
Philadelphia - Baltimore - Cincinnati - Cleveland + Detroit 
Chicago + Se. Louis - New Orleans - Los Angeles - San Francisco. 


* THIS MARK WAS ORAWN FOR THE CHASE BRASS & COPPER CO., 
BY FREDO G. COOPER t 
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Northwest Retailers Ready for 
Active Consumer Demand 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Oct. 2.—Autumn plans, stocks, sports and activi- 


ties are getting under full sway. 


Construction work is progressing 


rapidly, and crops are being marketed. This all turns the interest 
of the consumer toward what he will need for fall and merchants 


are ready for the movement. 


In many ways, prices favor the farmer this year. 


cattle are high and he can make 


Hogs and 


a profit there. On the reverse, in 


the potato raising sections, conditions are unfavorable, for potatoes 


are exceptionally low. 


Revised prices will be found on a number of items in this issue. 





AXES.—Sales are steady, with a grow- 
ing demand. 


to tg QUOTATIONS TO RE- 
F.O.B. TWIN CITIES: 

Single bit base weights unhandled 
axes, $16.50; double bit, $21.50; 
Plumbs Dreadnought, single bit, un- 
handled, $15.00; double bit, $20.00; 
handled, single bit, $19.25; double bit, 
handled, $24.25 doz., net. 


AUTOMOBILE TIRES.— Sales are | 


holding up well, with ample stocks on 
hand. Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Mansfield tires, Liberty cord, +A r. 
3%, $6.10; heavy duty oversize, $8. 
ge tires, 27 x 4.40, $8.70; 29 x 4. a0, 

30 x 5, $13; 32 x 6, heavy duty, 

31 6: 32 x 6.20, heavy duty, $24 85 
each, less 5 per cent. Mansfield tubes, 
tan, 30 x 3, single lots, $1.50; case 
lots (12), $1.40; 32 x 4, single, $2.50; 
case (12), $2.40; 34 x 4%, single, $3.10; 
case (12), $3: gray tubes, balloon 
, 27 x 4.40, $1.80; case (12), 
2s r single, $1.85: case (ia). 
$1.75: 30 x 5, single, $2.25; case (12), 
$2.15: 32 x 6, single, $3.10: case (12), 
$3; 32 x 6.20, single, $3.50; case (12), 
$3.40 each, less 10 per cent 


BALE TIES.—Dealers are stocking up 
on bale ties for the regular fall demand. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O TWIN CITIES: 

Single loop bale ties, 91% x 14, $1.64; 
9% x 15, $1.46: 9% x 14, $1.68 per 
bundle, net 


BOLTS.—Demand is steady, with fair 
volume. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 
Carrtage and machine bolts. all 
sizes, 60 per cent: stove bolts, 75 per 
cent: and lar screws, 60 per cent 
from standard lists 
BRADS.—Call for brads is fair, with 
prices firm. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Steel wire brads, 75 per cent from 
lists. 
BUILDERS’ HARDWARE.—Construc- 
tion work is going forward rapidly 
with the objective of completion before 
cold weather. Residence building is 
not heavy this year. Demand for fin- 
ishing hardware is somewhat better in 
the country than in the larger cities. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 
3% x 3% steel butts, old copper and 
@ull brass finish, 19c. pair in less 
than case lots, 18c. pair in case lots: 
4 x 4 steel butts, old copper and dull 


brass finish, 26c. pair, less than case 
lots, 25c. pair in case lots: broad 


bevel steel inside sets, old copper or 
dull brass finish, one piece knobs, 
less than case lots, $7 doz. sets, case 
lots, $6.75 doz. sets; steel bit-keyed 
front door set, $1.85 per set; cylinder 
brass outside trim, bit-keyed front 
door sets, $1.85 per set; cylinder front 
door sets, $6.50 per set 
Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; heavy 
plain strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; 6 in., $1.56 
doz. pair; light plain tee hinges, 3 
in., 62c. doz. pair; 4 in., 78c. doz. 
pair; heavy plain tee hinges, 4 in., 
$1.06 doz. pair; 5 in., $1.20 doz. pair; 
6 in., $1.40 doz. pair; 8 in., $1.95 doz. 
pair; extra heavy plain tee hinges, 4 
in., $1.28 doz. pair; 5 in., $1.58 doz. 
pair; 6 in., $1.89 doz. pair; 8 in., $2.83 
doz. pair; 10 in., $4.53 doz. pair net. 
i 
| *. * 
| the demand, which has, in fact, already 
| started. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Japanned open coal hods, 17 in., 
$3.35; 18in., $3.85; japanned funnel, 
17-in., $4.30; $4.90; galvanized 
open, 17-in., 18-in., $5.40; gal- 
vanized funnel, $6.00; 18-in., 
$6.80 doz., net. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.— Demand is 
steady, with fair volume. Prices are 
unchanged. ; 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Eaves trough, 28 ga., 5 in.. S.B. 
slip joint, in crates, $5.50 per 100 ft.; 
conductor pipe. 28 ga., 3 in., in crates, 
not nested, $5.50 per 100 ft.; 3 In. gal- 
vanized corrugated conductor elbows, 
$1.73 doz.; 4 in., $2.88 doz. net. 

FIELD FENCE.—Fencing is selling 
better, as the fall work is well under 
way. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Field fence, 9-ga. top and ee. 
ll-ga. intermediate, 26 in. high, 
$39.69; 32-in., $46.12: 39-in., $52.93: 
47-in., $59.74. 

Ten gage top and bottom, 13-ga. 
te 26-in., $30.04: 32-in., 
$34.54; 39-in., $39.42: 47-in., $44.30. 

FILES.—Demand is good, with prices 
firm. 

JOBBERS’ QUOTATIONS TO RE 
TAILERS, F.O.B. TWIN CITIES: 

Nicholson files at 50 per cent, and 
Riverside files, 60 per cent from lists. 

GALVANIZED WARE.—Call for many 
items in this line is good. Stocks are 
well filled. Prices have not changed. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. TWIN CITIES: 


Standard 10 qt. galvanized pails at 
$2.55; 12 qt., $2.70; 14 qt., $3; 16 aqt., 


18-in., 
$4.65; 
17-in., 


1928 





COAL HODS.—Dealers are ready for | 








stock pails, $4.70; 18 qt., $5.50; stand- 
ard galvanized tubs, No. de No 
$7.90; No. * $9.20; heavy galvanized 
tubs, No. $12.85; No. 2, $14.05; No 
3, $15.25 aed net. 


GLASS AND PUTTY.—Demand is 
good and increasing for these items. 
Stocks have been filled accordingly. 
Prices are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Single and double strength glass, 
Minnesota prices, 85 per cent from 
lists; strictly pure putty, in 50-Ib 
steel drums, $4.85 cwt., net. 


ICE CREAM FREEZERS.—Sales are 
steady, with the usual volume for fall. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
White Mountain —a 2 at 

$2.80; J at.» » $4.14; 6 at., 
Arc 


$5.25; c 
~e tg +e B,. $2.30; 3 qt., $2.78; 4 

$3.40; 6 qt., % 30; 8 qt., $5.55; 10 
a $7.40; Acme, 2 ‘qt., galvanized 
75c.; 4 qt., enameled, $1.65 each; net. 


NAILS.—Deliveries show a fair vol- 
ume of business, with stocks well filled. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Standard wire nails and cement 
coated wire nails in 100-lb. kegs at 
$3.10 per keg, base. 


OIL STOVES AND HEATERS.—Sales 
of oil cook stoves are fair. Oil heat- 
ers are very much in demand. Prices 
are steady as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

No. 500, Nesco old stoves, $80 each: 
No. 213, $22 each; No. 213 with No 
1103 shelf, $28.50 each, less 30-5 pe 
cent Perfection ofl ranges. white 
porcelain with buflt-in ovens, No. 
229—5 Superflex brrners *¢ 
279, $129. Stoves No. 74, 4-burners, 
$29.5 No 73. $23.25: 

Puritan oil ranges, ‘ci porcelain, 
with built-in oven. No. 

stoves No. 44, aye $29.50; No. 
43, 3-burners, $23.50: No. 42, $18. 
Puritan pressure-gas (gasoline) white 
porcelain range with built-in oven. 
No. 759, $128; stoves No. 714, 4-burn- 
ers, $38; No. 713, $33; No. 703, 3- 
burners, $26.50, list. 

Perfection ovens, No. 211, 1-burner, 
plain door, $2.50; No. 211G, glass door, 
$2.70; No. 122G. 2-burner, glass swing 
door, $6.20. Puritan No. 42-G, 2- 
burner, glass drop door, $5.50; No. 42, 
2-burner, steel dron door, $5.25, list 

Perfection and Puritan oil stov« 
wicks, $3.75 doz.; $45 gross, list. 

Perfection oil heaters. No. 1686 
green vorcelain, pyrex globe, "$16.50: 
No - 1526, black japan, pyrex globe. 
$9.75; No. 1530, yd ————_ nick - 

ey ‘trimming, $9.25:° No. 525, black 
drum and ean $7.25, list with 
discounts as follows: Dealers’ dis- 
counts on net purchases of less than 
$100, 30 per cent; on all net pur- 
chases including and following $109 
qualifying erder, 3314 per cent: on al! 
purchases amounting to $250 or mor 
during the calendar: year, annual 
bonuses wi'l be naid according to th: 
volume of business. 


PYREX OVENWARE. — Sales are 
steady. with some increase indicated. 
Prices are unchanged. 

JOBRERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

No. 623 casseroles, $1.17; No. 624 
easseroles, $1.38: No. 6324 casserol’s 
$1.33: No. 212 bread pans. 6fc.: No. 
200 pie plates, 67c.: No. 209 pie plates. 


oe matter continued on page 80 
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Octagon Tat-Too 
Plain 
Height, 5 inches. Base 4% 
inches. Green Pastel Finish. 
Consumers’ Price... .83.00 
Dealer's Net Price... 2.0% 





TODAY 









ORDER FROM 
YOUR JOBBER 





Tick-Tock 
Plain 
Height, 4% inches Fur 
nished in colors ted 
Blue, Green, Yellow or Ma 
hogany. - 
Consumers’ Price. 82.50 
Dealer's Net) Price .70 


Octagon Tat-Too, Jr. 


Radium 
Ileight, 2%, 
nished in 
Consumers’ 
Dealer's 


Price 





inches Fur 
Red only 


Net Price. . 





NEW HAVIEN ARTLARMS” |. 


in colors | 


, The Alarm Clocks Beautiful! 
Dependable 40-hour Movements 
Krack-Proof Krystals. Back Bell i 
Alarms; Seamless Metal Case 





Conform with colors used in f 


Modern Homes. 









_— 
Octagon Tat-Too Jr. 
Plain 
Height, 2% inches. Fur- 
nished in colors — Red, 
(vreen or Yellow. 
Consumers’ Price... .%3.00 
Dealer's Net Price... 2.05 





Octagon Tat-Too 
Radium 


Height, 5 inches. Base 4% 
inches. Green Pastel Finish. 


cs Consumers’ Price... .84.00 
Tick-Tock Dealer’s Net Price... 2.70 
Radium 
Height, 4%, inches. Fur 
nished in colors - 


Blue, Green, Yellow or Ma 
hogany. 
Consumers’ 
Dealer's Net 


Pree. « 
Price... 


$3.50 


84.00 
2.3% 


2.70 











uith Moulded Base to match. Pee 






Red, i 
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60c.; No. 231 utility dishes, 67c.; No. 
12 teapots, $1.67; No. 26 teapots, 
$2.33, and No. 953 percolator tops, 7c 


each, net. 


REGISTERS.—Heating contractors are 


very busy, and registers are selling | 


well. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Cast iron registers, 20 per cent, and 
wrought steel registers, 40 per cent 
from lists. 


ROPE.—Sales are 
prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade, manila rope, 7/16 in., 
and larger, 22c., and smaller than 
7/16 in., 23c.; best grade, sisal rope, 
17c. Ib., base. 


SANDPAPER.—Call for 
steady, with good volume. 
firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade, sandpaper, No. 1, 80c 
per box of 75 sheets; second grade, 
No. 1, 67c. per box of 75 sheets; gar- 
net No. 1, $16.75 per ream, net, 


SANITARY PRODUCTS.—Demagd is 
good in many of the items shown. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Presto Products.—Oil soap, 16 oz. 
size, $2.60 per doz.; bowl cleaner, 22 
oz. size, $1.85 per doz.; pipe opener, 
16 oz. size, $2 per doz.; tile and por- 
celain cleaner, 16 oz. size, $1.20 per 
doz.; Met-L-Shyn, 8 oz. size, $3.60 per 
doz.; Silvershyn, 4% oz. size, $1.80 
per doz.; Waterless cleaner, 2 pt. 
size, $5.40 per doz.; same, 5 pt. size, 
$9 per doz.; Window cleaner, 6 oz. 
size, $3.60 per doz.; same, 12 oz. size, 
$5.40 per doz.; Presto Lustre, 5 
size, $2.60 per doz.; 12 oz. size, 
per doz.; 16 oz. size, $5.40 per 
and Dry Cleaner, 8 02, size, $3.60 per 
doz. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz., 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 lb. 
can, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean.—22 oz. size, less than 
ease lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

ubola, 12 oz. cans, 
lots, $2.25 per doz.; 
cans, $2.15 per doz.; 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half doz. quantity, $2 per qt., 
and doz. quantity, $1.75 per qt. 

Hercules tile and porcelain cleaner, 
$2 doz. less than gross lots, and $1.90 
doz. in gross lots; ve Radiator 
Stop Leak, 8 oz. cans. 2 and 3 doz. 
cans to the carton, $3, 50 doz.; Her- 
cules boiler compound, qt. cans, $1.50 
each. 

Sconomy Plumber’ drain pipe 
cleaner, 1 Ib. cans, $2 per doz.; 2 Ib. 
cans, $3.90. The 1 Jb. size is packed 
in 1, 2 and 3 doz. to the carton and 
the 2 Ib. size is packed 1 and 2 doz. 
to the carton. 


SASH CORD AND WEIGHTS.—There 


fairly good, with 


abrasives 
Prices are 


less than cage 
case of 2 doz. 
gross lots, $2 


is still a fair demand in this line, al- | 
though showing the approach of the | 
Prices are | 


season’s end in building. 
unchanged. 
JOBBERS’ 
TAILERS, F.O.B. 
Best grade sash cord, No. 8 (base), 
65c.; second grade, 38c. third grade, 
36c.; cast iron sash weights, $2 cwt., 
net. 
SCREWS.—Sales are steady, with good 
volume. Prices are firm with the ex- 
ception of flat head bright, which shows 
a decline. 
OBBERS’ QUOTATIONS TO RE.- 


J 
TAILERS, F.O.B. TWIN CITIES: 
Flat head, bright wood screws, 50 


QUOTATIONS TO RE.- 
TWIN CITIES: 


is | 











per cent; flat head japanned, 374% per 
cent; round head blued, 45 per cent; 
flat head brass, 45 per cent; round 
head brass, 40 per cent from lists. 


SOLDER.— Demand is good, with 
stocks well filled. Prices have not 
changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 


Strictly half and half solder at 32c., 
and warranted half and half solder 
at 33c. a Ib., in 100-lb. boxes, net. 


| - . ee > 
| STEEL SHEETS.—Call for this line is 
| good, and prices are firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Galvanized steel sheets at $4.75 
ewt., base (24 ga.), and black steel 
sheets at $3.90 cwt., base (24 ga.). 


STOVE PIPE, ELBOWS AND DAMP- 
| ERS.—Stove accessories are selling 
| fairly well, with indications of a heavy 
| demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Stove pipe, uniform blued, 28-ga., 
6-in., knocked down, $11.80 per hun- 
dred; common iron, corrugated 6-in., 
elbows, $1.27; adjustable charcoal 
iron, 6-in., elbows, $2.00 doz.; cast 
iron wood handle dampers, 6-in., 
$1.25; coil handle, $1.15 doz., net. 


j 


STOVE BOARDS.—Demand is grow- | 
ing for stove boards as the season pro- 


gresses. Stocks are well filled. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Crystalized stove boards, 28 x 28, 
$16.00; 30 x 30, $18.60; and 36 x 36, 
$25.95 doz., net. 


STOVE SHOVELS.—Sales for the fall | 


are beginning, with stocks ready for de- 
livery. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Stove shovels, japanned, 14% in., 
50c.; Jumbo, japanned, 21% in., $1.35: 
Jumbo, Jr., japanned, 75ic, doz., net. 


TIN.—Demand is steady, 
stocks on hand. Prices 
changed. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. TWIN CITIES: 
Furnace coke tin, ICL, 20 x 28, 


$14.50 box, and roofing tin, IC, 20 x 
28, 8 lb. coating, $15.50 box, net. 


| WEATHER STRIP. — Consumer de- 

| mand for weather strip is growing, and 
dealers have their initial stocks for the 
season ready for the call. 


JOBBERS’ QUOTATIONS TO _ 
TAILERS, F.O.B. TWIN CITIES 

Res x strip, wood and felt, 5 

$2.10; %-in., $3.00; 1-in., $4.20; 

Ww ‘irf’s, full reels, $3. 50; Bosley, full 
reels, ‘$3. 75 per hundred feet, net. 


| WIRE.—Fence wire is selling at a fair 
| rate, with stocks well filled. Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Galvanized cattle barbed wire, $3.05 
per 80-rod_ spool; galvanized hog 
barbed wire, $3.26 per 80-rod spool; 
painted arate barbed wire, $2.97 per 
80-rod spool; painted hog barbed 
wire, $3.18 per 80-rod spool; No. 9 
(base), smooth galvanized wire, $3.55 
ewt.; No. 9 (base), smooth black 
wire. $3.10 cwt. 


| WHEELBARROWS. — Sales are still 
| fair, with ample stocks on hand. Prices 


have not changed. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. TWIN CITIES: 
-Queen B, barrel type grey. fully 
bolted wheelbarrows, $42.50, and Me- 
asee, fully bolted, barrel type tray, 
$34.50 doz., net; No. 2T tubular bar- 
$7.33; No. 16, Gopher garden, 
10, American garden, $6.25 

each, net. 





with ample | 
have not 








WINDOW VENTILATORS.—Sales are 
increasing at a very good rate, with 
stocks well filled. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 
Continental, metal frame, No. 833 
$4.50; No. 837; $4.75; 
No. 11387, $5.50; No. 5 
1437, $7.30; No. 1445, $8.10. 
per doz. net. 
Continental wood frame _ ventilators 
No. V836, $3.60; No. V923, $4.05; No 
V937, $4. 50; No. V949, $6.10; No. V959 
$6.75; No. V1537, $5.85; No. 1549 
$7.80. Prices are per dozen net. 
Diamond E, metal frame, No. 01 
$4.40; No. = = 80; No. 03, $5.60; No 
1, $5.20; $5.60; No. 3, $6.40: 
No. 4, $7. és "No. 5, $8.40. Prices are 
per dozen net. 


WRENCHES.—Demand is good, with 
stocks well filled. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 


Agricultural wrenches, 60-10 per 
cent; key model wrenches, 45 per 
cent; engineers’ wrenches, 50-50 per 
cent and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call 
lon sleeve nut, 10 in., $1.70; 12 in., 
$2.60; 15 a $2.75 each, net. 

Snap-on Wrenches. -—— Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 
No. 202, Heavy Duty Set, $3.80; No. 
404, Flexible Socket Set, $8; No. 608, 
Crankcase Drain Plug Sockets $3.20; 
No. 90, Square Socket Set, $3.70; N No. 
1817, Giant “Snap-on” with xtra 
heavy duty ratchet, $27.35 list, less 
33% per cent discount. 


Prices art 


Wood Carvings for Furniture 


Attractive fiber wood carvings for 
mounting on furniture are now being pro- 
duced by the Sheffield Bronze Powder Co., 


| 15 Haltnorth Bldg., Cleveland, Ohio. One 











hundred and 126 carvings in individual 
envelopes, numbered and priced consist- 
ing of 24 designs are shipped in a filing 
stock cabinet. 

These carvings can be easily mounted 
and colored if desired. By touching them 


up with colored brushing lacquers, bronzes, 
oil or water colors, the carvings take on 
the appearance of finished carvings.. They 
can also be stained, varnished or shellacked. 

The display sign illustrated, measures 17 
by 25 in., with carvings mounted, numbered 
and priced as well as partly colored, can 
also be secured to stimulate the sale of 
the fiber wood carvings. 
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Three Disc Atlas Sharpener 


An improved disc knife sharpener hav- 
ing three sets of discs instead of the cus- 
tomary two, has been placed on the mar- 
ket by the Atlas Mfg. Co., 125 Water St., 
New Haven, Conn. 

The manufacturer states that this extra 
set of discs permits a keener and longer last- 
ing edge. Microscopic examination of the 
knife edge after being passed through two 
sets of discs is said to reveal the fact that 
one side of the edge is much shorter than 


the other and thus requires more frequent 
sharpening of the blade, while that of the 
three sets is said to show a perfect uni- 


formity of the sides, with consequent 
longer life of the edge before resharpen- 
ing. 

The Atlas sharpener is rust-proof and 
has screw holes for fastening to wall, 
table or bench. The sharpener is packed 
in an attractive carton which includes 
screws for attaching. These cartons are 
packed in a colorful and eye-catching 
counter display. 


Cutlery Sales Jump When 
Display Table Succeeds Case 


A. S. Hatcher Co., operating a modern 
retail hardware store in Macon, Ga., for- 
merly displayed all of its cutlery stock in 
glass showcases. The merchandise was 
attractively arranged, and as it was of 
high quality and reasonably priced it en- 
joyed a good sale. The company did not 
think that its cutlery stock was moving 
as rapidly as it should, so decided to stimu- 
late the sale of this merchandise. 


Some of the cutlery items, including a | 
line of butcher knives, were taken from | 


the showcases and placed on an open-top 
display table. The result was very sur- 
prising. Seventeen butcher knives were 
sold during the first day; more than were 
formerly sold in several weeks. The com- 
pany reports that other cutlery items dis- 
Played on the tables were sold very quickly. 





While opinion differs as to the advis- 
ability of displaying high-priced cutlery 


‘items on open-top display tables, the re- 


sults obtained by the Hatcher company 
tend to bear out the fact that display is 
very necessary for frequent turnover. 


New York Knife Co. Appoints 
Logan-Gregg Hardware Co. 


Logan-Gregg Hardware Co. Ninth 
Street, Pittsburgh, Pa., has been appointed 
Pittsburgh district distributer of the New 
York Knife Co., Walden, N. Y., makers 
of the Hammer brand of pocket knives. 


Cutlery Exports and Imports 
Announced for June, 1928 


During the month of June more than 
$35,612 worth of razors and parts were 
brought into this country. This figure 
represents almost 5,100,000 items. Ap- 
proximately $22,500 worth of scissors and 
shears were imported during the month. 

In the export column it is found that 
17,730 safety razors, valued at $37,617, 
were sent to other countries by American 
manufcatures.r More than $480,000 worth 
of safety blades were exported during 
June, as was more than $44,000 worth of 
table and kitchen cutlery. 


Camphor Balls in Cutlery Case 
Prevent Tarnish from Forming 


Although it is not generally known, a 
few camphor balls placed in a showcase 
containing silverware, cutlery or kindred 
merchandise, will prevent tarnish from 
forming. Camphor balls are easily ob- 
tained in any neighborhood drug: store. 


Some merchants use a light color crepe 


paper for display contrast and the cam- 
phor balls can be placed underneath the 
crepe paper without losing any effective 


ness. 


Byrd Expedition Will Carry 
Pike Sharpening Stones 


The Byrd Antarctic Expedition will carry 


Pike sharpening stones on its trip to the | 


The Pike Mfg. Co., Pike, | 


South Pole. 
N. H., manufacturers of these stones, adds 


to this news the interesting fact that Mc- | 
Millan, Peary and the World Fliers also | 


carried Pike stones as part of their neces- 
sary equipment. 


New Schrade Pocket Knife 


A pocket knife with a very desirable 
combination of blades has recently been 
placed on the market by the Schrade Cut- 
lery Co., Walden, N. Y. 

This knife, the No. 9709GST, is illus- 
trated with a genuine stag handle, but it 
is also made with a mother-of-pearl han- 
dle, white marine pearl celluloid handle 
and plain celluloid handles in many differ- 
ent colors. 

The blades consist of a fair sized large 
blade, an ordinary pen blade, a surgical 


or lance blade and a file blade. The surgi- 
cal blade is very handy for removing 
splinters or even performing a minor surgi- 
cal operation. The file blade is flexible 
and represents a good quality file. 

This knife has nickel silver linings, tips 
and shield. The large blade is crocus 
polished on one side. Packed six to a box. 


Whittled Stick in Cutlery 
Window Helps to Increase Sales 





Now that the Fall hunting, trapping and 
| hiking seasons are in full swing, roads and 
woods are populated by these outdoor en- 
Whittling will be practiced in 
| leisure moments by many men and boys, 
as this real American institution appeals 
to all men. A block of wood, partly whit- 
| tled, with a jack knife blade inserted in 
| an incomplete slice, will make a season- 
able and attractive display feature for a 
corner of a cutlery window. 

Place a small show card near the whit- 
tled block, reading, “Good knives for 
whittling,—at so much.” This or some 
similar selling appeal will help to bring 
| in many extra pocket knife sales. 


| thusiasts. 
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Past President R. J. Atkinson of the N. R. H. A. ~ _. appealing cutlery display in the front of his Brooklyn. 
. Y., store. 


Chain Store Competition in Cutlery 


By Fred B. Hinchman 


HE National Retail Hardware Association during 

its twenty-ninth Congress held in Boston this year 

discussed “Handicaps from Without” that con- 
fronted Mr. Henry Brown, hardware retailer. In the 
section touching on chain store competition this para- 
graph appears: 


“Brown’s solution of this competitive problem 
lies first in knowing precisely what the compe- 
tition is, through personal inspection and exami- 
nation of the offered merchandise and prices, 
coupled with a better understanding of chain 
store practices.” 


Now, Henry Brown is a busy man and his cutlery 
department is usually only a small factor in his business, 
therefore the purpose of this article is to do for Henry 
what he probably would not find time to do for himself, 
namely, to analyze chain store cutlery competition. 

The actual utility value of chain store cutlery is re- 
stricted by a very definite price scale and range. For 
example, some chains sell nothing priced over 10 cents. 
Others have a price scale of five, ten, twenty-five, fifty 
cents and a dollar. It is a demonstrated fact that any 
item of cutlery in a chain store that is priced above 25 
cents in the fixed scale does not sell in sufficient quan- 
tities to make it attractive to the chain company. 


Only the poorest quality of stainless steel paring knives 
can be made to sell at 10 cents and still show a profit to 
the manufacturer and the chain store. Larger knives, 
such as slicers, bread knives and household butcher 
knives must be sold for 25 cents and these, too, must be 
of poor quality and workmanship to keep the cost of 
manufacture low enough to show two profits. This is 
also true of stainless steel table knives that must be sold 
loose at the 25 cent limit. 

A little reasoning will convince anyone that good cut- 
lery cannot be carried in chain stores, yet such stores 
sell large quantities of cutlery and, because of the size 
of their orders, manufacturers can be found who are 
willing to turn it out on a production basis at a very 
small margin of profit. There can be no quality nor 
workmanship in this kind of cutlery. It must be made 
much on the order of the manner depicted in newspaper 
cartoons for the making of sausage where a full-sized 
hog is being thrust in the top of a large meat chopper 
and the finished sausages are flowing from the outlet. 

If there has ever been a case when a customer has re- 
turned a poor quality or defective knife to a chain store 
and demanded replacement or refund, it has never come 
to the notice of the writer. Its value and utility is gaged 
by its price and the purchaser has no respect for tt. 
Surely many such purchasers must tire of the miserable 


Reading matter continued on page 86 
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The Burns Bread Knife 
Cuts Like Wildfire 




















The Burns Mfg. Co., Syracuse, N. Y. 


“Patented serrated edged cutlery” — 
Please write for catalogue and prices. 








Why the Gem Display Means 


EXTRA 
SALES— 


Gem and Gem, Jr. 
take none of your 
selling time or effort. 
hey occupy little 
space, and sell them- 
selves. 


Everybody likes these 
handy nail - clippers, 
because they trim the 
nails quickly and eas- 
ily. They keep right 
hands looking as well 
as left. 


Gem, Jr. 
35c 





The Only Nationally Advertised 
Nail - Clippers 
Copy appears regularly in The Saturday 
Evening Post, Collier’s and Judge. 
Transparent Du Pont “Cellophane” keeps 
them bright, clean and sanitary. 
A sensible price—35 and 50 cents—every customer can buy them. 
» Jr. can be carried on the watch-chain. 

Customers like the idea. And every sale is an extra sale—usually 
it’s on top of other sales on other articles. 

Get these extra sales. Your 

jobber has the Gem display. 


THE H.C. COOK CO., Ansonia, Conn. 














Offer them 
the NEW 
CHENEY GRINDER 






New Cheney 
No. 6-B Black 
enamel finish, 
4 sizes. 


The New Cheney Grinder has with the 
New Royal all of the improvements that 
make the Cheney line a leader in its field. 


Your prospects are everywhere, in homes, 
repair shops, garages, factories and farms. 


Do not overlook these possible sales. 


Show them the Cheney line. 


New Cheney 
No. 7 attrac- 
tively finished 
in Flack en- 
amél. 


Illustrated 
catalog sent 
on request. 


S. CHENEY & SON 
MANLIUS, NEW YORK 
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RADIUM 


Use in a Gillette Type Holder 
























‘Send for FREE Sample 


BLADES 


FOR BETTER 


PROFITS 


Every Hardware dealer is raking in profits with 
this blade. It satisfies the shaver—lasts and costs 
less per shave. 

We send you samples, if you send us your jobber’s 
name. 


OTTO ROTH, Inc. The Radium Cutlers 
Newark, N. J. 


WIEBUSCH & HILGER, Ltd., 106-110 Latagete St. 
New York—General Selling Agents for U. 













For 197 years 


TWIN BRAND 


Reg. U. S. Pat. Off. 


THE WORLD’S MOST DIS- 
TINGUISHED CUTLERY 
MARK 


For 197 years the housé of J. A. 
Henckels, Twin Works, Solingen has 
employed itself in the design and manu- 
facture of fine cutlery. 

From a slender pair of scissors or an 
intricate pocket knife to a heavy butcher 
cleaver you will find in Twin Brand the 
design, the quality and the workman- 
ship that make for efficiency. 

Build your cutlery business on the 
solid rock of J. A. Henckels’ 197 year 
old reputation for the world’s finest 
quality. 


Graef & Schmidt, Inc., Wholesale Distributors 
456 Fourth Avenue, New York 


J. A. HENCKELS TWIN WORKS 


it SOLINGEN, GERMANY aK 


Chain Store Competition in Cutlery 


(Continued from page 84) 


service rendered by this class of merchandise and must 
have a desire for cutlery that will cut, stay sharp a rea- 
sonable length of time and give long time, satisfactory 
service. 

Now, Henry Brown can meet this competition if he 
wants to. He can, by a little scouting around, find lines 
of cutlery with paring knives made to sell for 10 cents 





R. J. Atkinson, Brooklyn, N. Y., past N. R. H. A. president, 
experimented with the arrangement of his cutlery depart- 
ment. He solicited the suggestions of cutlery salesmen and 
with the combined experiences of these men and his own 
extensive training he has a department which is showing 
increased sales. The different parts of the cutlery line are 
carefully grouped so that the prospective customer may con- 
centrate on an item and make a selection from the assort- 
ment shown. Trays for scissors have been found very 
practical 


and larger knives to sell for 25 cents. He need not 
fear that there will be any quality comparison made by 
the buying public between what he offers and what the 


' chain store carries. True, his profits on these goods 


will be small but his purpose should be to keep customers 
coming to his store and out of the chain store. But to 
stock only such a grade of cutlery would be more than 
foolish. It should be used only to sell those who will 
not pay more for a good grade. 

\ real cutlery trade can only be built by high-grade, 
dependable goods and the line should be one that is 
nationally advertised. Henry Brown should buy only a 
very limited amount of cheap cutlery and should not 
display it too conspicuously. The good line should be 
displayed in the best possible manner and always near 
the front-center of the store. Henry would do well to 
invest in a small quantity of the finest carving sets, 
knife and fork sets and high-class, attractive kitchen 
cutlery, placing it where it will attract attention. In 
some localities the sale of this merchandise may be slow 
but it will create a good impression and put his store 
on the map as a good place to buy good cutlery. 

Part of the local newspaper space used to advertise 
hardware and household items can be used occasionally 
to boost sales. There is profit in good cutlery and much 
satisfaction to the purchaser. 
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Sell your customers Knives like this 


and theyre done with bargain-store cutlery 





ie ii is a Dexter Stainless 8 SINCE 1818 N 
inch narrow pattern household ( DEXTER 
N The Right Knife 


ania 


butcher knife. It, and ten more items, 
make up the Dexter rosewood line. All 
eleven have style—beauty—balance. All are stain- 
less—hand-honed, really sharp. Nickel silver riv- 
ets, Handles of highly polished genuine rosewood. 


If $40.90 will bring you a complete stock of 


cutlery like this, why not try it? Let us 
send you seven dozen pieces, (which most 
dealers say is an acceptable stock) any 
one of which in any kitchen will shout to 
its owner: “Buy another like me!” Instruct us to 
make you this shipment. 

Harrington Cutlery Company 

SOUTHBRIDGE, MASS. 








me “BIG PROFIT” wner 


Jobbers have multi- 
plied their 1928 sales 
in scissors and shears 
with this modern as- 
sortment of “IVORY- 
TONE” shears in its 
ony novel display cabi- 


CUTURY 


mea ta net. Note retail offer. 


(ts FoR YOUR wom 


THE POPULAR 


50c 


SELLER 


This original and prac- 
tical cabinet grips each 
Shear securely until re- 
i leased by the purchaser. 
Cab 

abinet Assortment No. 7340 Ships perfectly. No. 7340 


Assortment contains 1 dozen famous Oval brand “Ivory- 


wv wt 


tone” lacquered (4 ea. pink, white, blue) shears, 6”, 7”, 
8” sizes. 


MF RETAILERS can place an original order for 
ONE CABINET to be billed through their 
Jobber. 


SALES PHOTOS FREE TO JOBBERS 


THE ACME SHEAR ©: 


100-800 Hicks Street 
BRIDGEPORT, CONNECTICUT 











i 


Gil Cloth Knife 


ee Roofing = 


ae 


Shirt Cutters and Pattern Makers Handles and Blades 


JUST A FEW OF MANY 
QMURPHy ike ur tote: bast 


ness more _ profitable. 

1850, , The Standard of Ex- 

wRAot WV MARR cellence for 78 years. 
KN y ES Each and every knife of 


GAEL SHARP AND STAY sHaRe outstanding quality. Its 
steel never loses its temper. Blades stay set; never 
wobble; and STAY SHARP. Each and every knife is 
made purposely for its designed purpose as used by 
professional men—craftsmen in all trades—and house- 
wives. Each and every knife makes good, or we will! 
Priced at prices that meet your approval and satisfy 
your customer. 


STOCK UP FROM OUR COMPLETE CATALOG 
Write for your copy, prices, etc., today 


ROBERT MURPHY’S SONS CO. 
AYER, MASS. 
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EDLUND 
CAN OPENERS 
STANDARDS OF EFFICIENCY 





A QUALITY PRODUCT 


THE EDLUND JUNIOR, shown 
above, is a household size which 
sets a new standard for excellence 
in can openers. Attractively made and packed. Meets 
the present vogue for beauty in the kitchen. 


A GUARANTEED CAN OPENER 


Complete line includes a type for every class and condi- 
tion of service, from the largest hotel kitchen to the 
smallest kitchenette. 


REPRESENTATIVES 


NEW YORK—A. H. MILLS, 200 Fifth Avenue. 

CHICAGO—J. EMERY, Jr., 549 W. Washington St. 

PACIFIC tata J. COLLINS, 667 So. Hoover St., Los 
geles. 


Write to Dept. H for Prices and Samples 


EDLUND COMPANY 





BURLINGTON, VERMONT 








ALSO:— 
Buil Rings 


Seymour Smitx 


Lively Spring Numbers— 
PRUNING SHEARS 
TREE PRUNERS 
LOPPING SHEARS 
GRASS SHEARS 


Handy Grass Shears 


Cattle Leaders 
Grape Shears 
Catalogue C Describes Them— 
Send for Your Copy. No. 30 Calitornia 
Manufactured by 
SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Sales Representatives: John H. Graham & Co., 113 Chambers 8t., New York 





Pattern 




















The 
= VeRs> 


STAINLESS 
MINCER 


Guaranteed _ stainless 
blade, beautifully fin- 
ished, perfectly 
sharpened, acid-resist- 
ing white enamel han- 
dle. Get prices from 
Sales Representatives: 
John H. Graham 





New York City 


THE mV OO5 >= G2: New Haven, Conn. 



























Compare with the 
very highest quality grinders 
now on the market— 
and They Sell at Popular Prices! 


Machine-cut spiral gears make them run smoothly—long 
bearing on opposite side of wheel insures long life—very 
best quality wheels used exclusively —finished in baked 
Khaki enamel. 


Each grinder carefully inspected—-packed individually in 
strong fibre carton. 
Compare with grinders you are now selling at 
similar prices. 
ce Dealers: Buy them of your job- 
$3.40 bers—it will pay both Jobbers 
and Dealers to get posted on the 


5.25 advantages this line offers. Write 
for complete details. 


The Milwaukee Circulating Pump & Mfg. Co. 
331 Nimth Street, Milwaukee, Wis. 
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Curiosity 


Creates Customers 


GOOD window display is the 
best cutlery salesman you can 
engage. No man can resist 
the glitter of a well-arranged knife 
assortment; it stops him every time. 
Once his interest is aroused it’s an 
easy step to a profitable sale; profit- 
able not only in the gain from that 
one sale, but in the building up of 
good-will for continued business. 


The merest novice of a window- 
trimmer can qualify with the best 
by taking advantage of the display 
ideas in Hardware Age. 
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Shaving Does Not Increase Growth 
of Beard . 

The popular theory that the more a man shaves the eCVeCI’< aln 
faster his beard grows has been exploded by a woman. 

Dr. Mildred Trotter, Assistant Professor of Anatomy 
at Washington University, St. Louis, told anthropolo- 
gists attending the convention of the American Associa- C AR V ER a 
tion for the Advancement of Science that the use of a 
razor apparently had no effect on the growth of a beard. SS 
Neither was there any correlation between variation in A ORTMENT 


the day’s temperature and variation in the hair growth, 





she said. — 
The beards of four men gave Doctor Trotter the ‘ : , . P 
material for her study. At definite intervals during a Consists of six sets of Carvers, Stain- 
nine-month period ae ti of a quartet were less Blades, Genuine Stag Horn and 
collected and samples of hair measured. ‘ , ; 
ale: hot that hair on any particular region White Grained Celluloid Handles, 
of the body does grow continuously seems to have little packed in attractive cloth lined dis- 
support,” said Doctor Trotter, “since hair has an ulti- | b O 

mate length. Hair of the head, if uncut, rarely grows play DOXes. ne complete assort- 
longer than twelve inches. It is true that after an area ment ina corrugated container. 

is shaved one finds by close inspection that the growth 

of hair is not apparent in all follicles at once nor after ——— 

a few days do all the hairs have the same length in 

follicles in which there is growth.” Order One Assortment 

The above facts could be readily used by hardware ’ from Your Jobber 
merchants in the preparation of advertising or show 
cards. By quoting the authority for the statements re- The Ontario Knife Company 
garding the hair growth when using them will give a Franklinville, N. Y. 


sound educational aspect to the dealer’s advertisement 
or show card. 

It might also be well to have salesmen remember that 
frequent shaving does not increase the growth of the 


beard, especially when selling razors, hones and other CHR ADE ). AFETY 


shaving equipment. A few facts, given convincingly 


in a sales talk, do much toward inducing the customer la TKI) Button knife : 


to react favorably. oe i No. Bre a hk in 1g of 
Ey nger Naus 








Coming _ Holidays Provide Oppor- 
tunity for Increased Cutlery Trade 


Columbus Day and Hallowe’en can be used for special 
cutlery displays, both in the store and in the show win- 
dows. Thanksgiving brings carving sets to mind. These 
can be very attractively displayed, and their association 
with the traditional turkey dinner creates a favorable 
impression and a desire for ownership. 

Christmas will soon be here. Some dealers are stock- 
ing up for the holiday season at the present time. As 
usual, cutlery items of all kinds make excellent gifts and 
bring to the dealer many additional profitable sales. 








New Year’s Day provides an opportunity for remind- Push ws ao “~ > oop Pg oe auto-_ sate aan 
ing vo st ‘ “ lew H matically. Safety slide locks the button with the blade 

sy 1 kaif omers to Start ps New Year With : open or closed. DOUBLE-LOCKED—the only Safety 
a good knife, a new pair of shears or a grinder. The Knife that is actually Double Locked. It requires two 
merchant should suggest that money received as a Christ- motions to unlock and open the knife—therefore safe, : 
mas gift can well be invested in quality cutlery. Lin- both conveniently done with one hand. 
coln’s and Washington’s birthdays in February can be 
associated with effective window displays of all kinds —— FVERLASTINGLY SHARP a 


of cutlery items. Manufactured exclusively by 


While display is a most important factor in the mer- SCHRADE CUTLERY CO. Walden. N. Y. 
chandising of cutlery, it must not be forgotten that ad- Also manufacturers of a complete line 
vertising and the proper selection of merchandise have er eee none einen Sine 


h : Send for Catalog E. Factories: Walden, N. Y.— , N.Y. 
much to do with rapid turnover. others rac slit tentaremt 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. As a 


contemporary puts it: 
have been copied, the rest will be.” 





“Some of them 












A man entered a police station and re- 
ported at the desk: 

“I reported yesterday that my watch had 
been stolen, but I have learned that I was 
wrong. The watch was not lost at all.” 

“You’re too late,” the alert policeman 
replied. “The thief has already been 
arrested.” 


A village parson’s daughter eloped in 
her father’s clothes. 

And the next day the village Blatter 
came out with an account of the elope- 
ment, headed: “Flees in Father’s Pants.” 





“I wish you’d speak to your daughter,” 
Mrs. Hardupp said to her husband. “I 
caught her kissing the iceman this morn- 
ing.” 

“Good heavens!” exclaimed the father. 
“That is awful!” 

“I should say it is. The idea of her 
wasting her time on the iceman when we 
owe the grocer $60.” 





Sam: “How much is yo’ light bill dis 
month, Bill?” 

Bill: “Dunno. I can’t figure them things 
an’ I don’t think dey can either, ’cause all 
over the card they asks, ‘watt, watt, 
watt?” 


A man died the other day and the 
preacher was dispensing the salve that is 
usually spread during a funeral sermon. 
In the course of the sermon he said, “The 
deceased was torn from the arms of his 
loving wife, who thus is left a lonely, dis- 
consolate widow at the early age of 25 
years’—‘“Twenty-two, if you _ please,” 
sobbed the widow from behind her hand- 
kerchief. 


Visitor: “So you and Ted have post- 
poned your marriage?” 

Fiancee: “Yes; you we thought 
Mother and Dad ought to have a little 
more time to find a larger apartment.” 


see, 


Sweet Young Thing: “You say they 
make paper from those trees? 
funny looking tree over there” 

Lumberman: “Yes, it'll be a comic sup- 
plement some day.” 


That’s a 





Elopers: “Five dollars for a marriage 
ceremony? We haven't that much, Judge.” 

Modern Justice of the Peace: ‘Well, I 
can give you a trial marriage for two 
dollars.” 


“Is Nora there?” 

“No, she isn’t.” 

“Do you know where I can get hold of 
her ?” 

“I couldn’t tell you; the boys say she is 
awfully ticklish.” 


An old maid went to confession and told 
the priest that she had been ardently kissed. 
“When did it happen?” said the priest 
gently. 

“Twenty years ago,” the old maid told 
him. i 

“Have you ever confessed this before?” 

“Many times, Father,” sighed the peni- 
tent, “but I just love to talk about it!” 


A balky mule has four-wheel brakes, 
A billy goat has bumpers ; 

The firefly is a bright? spotlight, 
Rabbits are puddle jumpers. 

Camels have balloon-tired feet, 

And carry spares of what they eat; 

But still I think that nothing beats 

The kangaroos with rumble seats. 


“Are you a clock watcher ?” 
employer of the candidate for a job. 

“No, I don’t like inside work,” replied 
the applicant, without heat, “I’m a whistle 
listener.” 


“There’s Mother’s ashes in the jar on 
the mantelpiece.” 

“So your mother is with the angels !”’ 

“No, sir; she’s just too lazy to look for 
an ash-tray.” 


Parent: “What is your reason for wish- 
ing to marry my daughter?” 

Youth: “I have no reason; 
love.” 


I am in 


asked the | 


Blackstone: “Did your wife accept you 
the first time you proposed?” 

Webster: “No; I have only myself to 
blame.” 


Nobody knows who first hung a derby 
hat over the end of a trombone, but cer- 
tainly it looks better there than anywhere 
else. 


Teacher: “Can anyone tell me the mean- 
ing of the word collision? No one knows? 
Well, it is when two things come together 


unexpectedly. Now, can anyone give me 
an example? All right, Johnny, what 
is it?” 


Johnny: “Twins.” 


Buyer: “Can’t you read? The sign on 
that door means private.” 

Salesman: “I know—and I’m glad it's 
there. If there’s anything I hate, it’s be- 
ing interrupted when I’m talking to a pros- 
pective customer.” 


They grinned when the waiter spoke to 
me in Greek, but their laughter changed to 
astonishment at my ready reply. 

“I wanna rosta bif san’wich, st-r-rom- 
berry pie, two cup skawfee,” was the sim- 
ple and clear statement I made without 
hesitation.—Life. 





Mr. N. Peck: ‘‘Had that this morning.” 
Waiter: “Cold shoulder, then?” 
Mr. N. Peck: “Shall get that tonight.” 


| Waiter: “Tongue, sir?” 


Shoemaker : “This is the first complaint 
we have ever had about this make of 
shoes. Didn’t they fit you?” 

MacIntosh: “Aye, they fit me all right, 
but they’re a wee bit tight for my brother 
on the night shift.” 





| 
| “So you figure my boy will be a 
| executive some day?” 
“Yes, it always takes him so long t 
his lunch.” 


big 


eat 
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Everybody’s Business 
(Continued from page 45) 


has done a mighty job in providing the individual with 
benefits and advantages never dreamed of in the past. 
But a way must be found to prevent the distress that 
follows an overflow of money from those who earn it 
to others who merely take it. 

Our amazing increase in wealth and tools and new 
industries is causing many to overlook the simultaneous 
multiplication of new and complex problems. Mass 
methods have brought higher wages and more buying 
power, but millions of people have not profited by the 
new order. We boast of our progress in the face of 
reports which show widespread waste. For instance, in 
the field of retailing, the average price of commodities 
doubles between the producer and the ultimate con- 
sumer. Out of 80,000 retailers in 11 cities, 22,000 did 
a gross business of less than nine dollars a day last year. 
How can the proprietors of these stores hire help, pay 
rent and still make a living ? 

Efficiency in production has completely outstripped 
efficiency in distribution. Index figures show clearly 
that there is rank incompetence throughout the field of 
retailing. The little store buying in small lots from 
the middleman hasn’t a chance in competition with the 
chain system buying in huge quantities from the manu- 
facturer. Sales of chain stores have doubled in eight 
years, while the sales of department stores have gained 
only 31 per cent. This explains in part why inefficiency 
in distribution now reduces the buying power of our 
people more than seven billion dollars a year. 

In hundreds of lines big business is profiting at the 
expense of the little fellow. The powerful corporation 
backed by a large surplus can finance research and do 
things on a grand scale. Prosperity will be spotty and 
discontent prevalent until the small concerns find a way 
to pool their interests and realize on the benefits of co- 
operative effort. 

Progress can only be purchased at a price. We can 
no more advance upward on a straight line than we 
can permanently suspend the law of gravity. Success 
is always accompanied by perils. The automobile is 
a boon to humanity, but the exhaust gases from millions 
of motor cars fill our narrow streets and are spread 
by stairways and elevator shafts to the remote corners 
of the rooms in which we live and work. In many cities 
the residents inhale a tablespoonful of soot and dirt 
every 24 hours. In New York City there are 11 rats 
for every person, and aside from other damage, these 
rodents consume $55,000,000 worth of food a year. 
The toll of several serious diseases is higher than ever 
before, and we are shouldered with a hospital mainte- 
nance charge of $3,000,000 a day. 

It is nonsense to assume that we have emerged into a 
purely scientific age. The average American continues 
to think with his imagination rather than his mind, and 





to live under a conception of the universe that is symbolic | 
and magical. That is why we fall so easily for bunk, pat- | 


ronize quacks, impugn motives rather than examine facts, 
and prefer school histories with exaggerated hero tales to 
those containing plain truths. In some places we even 


go so far in maudlin sentiment as to support the absurd 
idea that the physical examination of the throat of a 
child, during a diphtheria epidemic, unless by expressed 
consent of the parents, is assault and battery. 

We have failed to gain even a partial conception of 
the requisites of the new life that science is forcing us 
to live. 


We insist on having the advantages of mass 














gimp acks 


Sell on Sight! 
Their Visible Screw, Stability, 
Workmanship & Duco Coloring 


Create Sales Appeal _ 


Templeton, Kenly & Co. 


EST.1H99 
Chicago, IIl.,U.S.A. 


ip! lex Lever Jacks, 
"p ipe Pushers 
and Trench Braces 
have been famous 
for Years 


DIAMON D“E” 





All-Metal Frame 

CLOTH WINDOW VENTILATOR 

A lot of dealers have informed us that 
the new display rack for DIAMOND “E” 
Adjustable Cloth Window Ventilators 
with the all-metal frames is help- 
ing their sales. 11 popular 
sizes. Retail at 60c 
o $1.10. 















FROM 
YOUR JOBBER 





Warldobest V ner iRDOW RS 
ree 


Stock the Venti- 





lator that the 
better class of 
trade are de- 
manding. 


Real Profit t to Ciadleitn. 
EVERY WINDOW A PROSPECT 


Sizes to fit any window. Nationally Advertised. 
Order through your jobber or direct. 


Allweather Ventilator Company, Inc. 
452 Lexington Ave. New York City 











CRONK’S 





Hedge Shears 


Cronk’s Hedge Shears are well known for reliability and 
service, the Cronk line includes a particular style for 
every purpose, from the Hedge Shears illustrated to heavy 
Pruning Shears which will cut a rake handle in two. 

If your stock is low, order from your Jobber. 

Write for copy of our new catalog. 

We also make Potter & Swineford Products. 


THE CRONK & CARRIER MFG. CO. 
Montour Falls, N. Y. 














to satisfy the demands of 
your customers who desire 





skates. Berghman Sharpen- 
ers are adjustable to all 
types of skates and do a 
good 
Packed one dozen in dis- 
play box. 
and Winter supply today 


The 
iron Skate Sharpening Stand 
is the ARISTOCRAT of all 
sharpening holders. Mechani- 
cally perfect and unbreak- 
able. Adjustable to all makes 
of tubular skates. 
in attractive 
Packed in individual cartons 
and sold with or without 
stone. Write for price and 
further particulars. 


5737 West Chicago Avenue 
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PRUNING SHEARS @ 
To Retail At 


$1.00 














Reg. U. S. Pat. Off. 


No malleable iron—no rivets to 
wear or lose. Handles fit the 
hand and finished in Royal Blue 
baked enamel. Machine hollow 
ground blade with machine 
ground cutting edge an integral 
part of the handle. Both cut- 
ting blade and anvil carefully 
tempered carbon steel. Packed 
in individual boxes, fully war- 
ranted and, like other Blue Bird 
tools, will give years of satisfac- 
tion. 


Order your stock today from 
your jobber orewrite 














BERGMAN 
Buffalo 


TOOL MFG. CO. 


New York 




















B Nios Grinding 


Machine 





5a bel 











AHN 


Sell Berghman Skate 
Sharpeners 


Designed for shop use. The standard outfit in- 


cludes a % H.P. two year guaranteed motor 
mounted on a steel table and also a skate jig 
for holding all styles of skates. On the left of 
the motor is a cotton buff for polishing and on 
the right is an 8-in. alundum wheel. Write for 
price specifying voltage and kind of current. 


sharpen their own 


sharpening job. 
Order your Fall 


Berghman 
Skate 
Sharpening 
Stand 


Berghman malleable 


Finished 


red enamel. 





Manufactured and Guaranteed by 
H. BERGHMAN COMPANY 





Chicago, Illinois 


action and yet reject any restriction of the indi- 
vidual’s personal liberty. In this ridiculous pursuit of 
what we call the democratic idea, we leave out of all 
consideration the unruly and reckless element of our 
population who leave death and misery in their wake. 
The driver of an automobile need present practically 
no qualifications other than his ability to possess a car. 


| Out of our twenty million motor-car drivers, it is con- 
servative to say we have a million who are inexcusably 


reckless, many of them deaf, half blind, immature or 
enfeebled, often intoxicated, and always ready for a 
race or an argument. 

Almost as many wage-earners’ children lost their lives 
last year as a result of automobile accidents as from 
measles, scarlet fever and whooping cough combined. 
If present increases continue unabated we will have 
40,000,000 automobiles running on our roads in 1936, 
and the loss to the country from motor-accidents will be 
approximately 65,000 men, women and children. Here 
in America we have 232,786 railroad crossings at grade. 
The cost of removing these crossings would be about 
$20,000,000,000—slightly more than our public debt. 

In this mechanical age what we call the rights of the 
private citizen are going to be more and more restricted 
each passing year. Our much-discussed Eighteenth 
Amendment is not aimed at the majority of drinkers 
who are temperate, but at a small minority, who, when 
drunk, become a menace to the life and liberty of others. 
One-way streets make me drive out of my way to get 
to my office, but I am coming to understand that I must 
make this and many other sacrifices in the public in- 
terest. 

Great disappointment is in store for folks who be- 
lieve that the stock market is now discounting an era of 
unalloyed success and happiness. In the years that lie 
just ahead we will continue to go from one extreme to 
another. Big business, now living in clover, will once 
more find its operations greatly restricted. Many un- 
sound social and industrial experiments will be tried. 
Labor will again become militant. It will be disclosed 
that many mergers, ostensibly put through for the pur- 
pose of reducing costs, have really been consummated 
to further the sale of watered stock to innocents. 

When we hear even a great economist express the be- 
lief that we have come to a time when facts and figures 
are worth while only in relation to the public state of 
mind, and that the “will to buy” is a far more important 
factor in any speculative movement than economic data, 
it surely is a moment for business men to watch their 
step. There is no law to prevent us from substituting 
psychological theories for analytical reasons, but it will 
take more than mere circumstance to laugh away the 
fact that the “bootleg” lending of money for gambling 
has now reached a point where the sum involved is in 
excess of two billions of dollars. 

In a time when all the old yardsticks have been cast 
aside and established trends change overnight, one must 
be forewarned and forearmed. Making money is not 
nearly as hard a job as keeping it. Not everyone is an 
idiot who adheres to the notion that there is still virtue 
in the practice of caution. Opportunities continue to 
be disclosed on every side. We have sold one automo- 
bile on an average to every American family, whereas 
we have sold only one toothbrush to every four people 
and a washing machine to but one family in eight. Mak- 
ing money in Wall Street may be highly dramatic, but 
the profits plied up on Main Street are far more tangi- 
ble and enduring. 
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And Now—Hats and Hardware 


(Continued from page 49) 


“We estimate,” says Mr. Sherrod, “that the millinery 


department brings on an average of 100 women into our | 
store every day, who would not come otherwise. [igure | 


for yourself the value of that to any hardware store. 

“Although the millinery department is small, the own- 
ers of it are popular. Not only do they sell a lot of hats 
but they have many friends and customers who like to 
come to the department and visit. It is a favorite meet- 
ing place for many women. The woman who comes in 
merely to relay the latest gossip is just as valuable to us 
as the woman who buys a thirty dollar hat, so far as the 
value of bringing her in contact with the rest of our 
store is concerned.” 

Now, as has always been the case, the average hard- 
ware store is under the handicap of tradition when it 
comes to catering to women; yet the modern hardware 
store must cater extensively to women in order to in- 
crease its normal volume and to hold its own in many 
lines. Especially in the smaller cities, women still hesi- 
tate to go into a hardware store, in many instances, be- 
cause tradition has it that a hardware establishment is 
for men. Women in Lubbock are not exceptional in 
this respect. 

On the other hand, the Sherrod store carries a lot of 
merchandise that sells directly to women. To make 
money in these lines it is essential that the store attract 
women customers. This millinery department has 
turned out to be a highly efficient method of attracting 
women who might not otherwise come. 

The millinery department is on a balcony across the 
back of the store. This balcony is occupied by both the 
office of the hardware firm and the millinery department. 

In order to reach the department women must walk 
down the aisles the full length of the store. The first 
floor stock is so arranged that the lines which appeal 
most to women are displayed along the center aisle which 
is ordinarily taken by the customers of the millinery de- 
partment. Thus the firm brings before these 100 women 
every day a dozen lines and more that are of direct in- 
terest to them. It is only reasonable to assume that not 
a few smaller items are bought then and there but that 
a great deal of influence is exerted through this constant 
reminder on the part of the store that these various 
household lines are to be had here. 

The millinery department always has the use of a 
section of one of the store’s two display windows. Lines 
appealing to women are displayed by the store next to 
the millinery showing, so that when women stop to look 
at the newest styles in hats they see also the latest thing 
in alluminum ware, electric irons or gas ranges. 

The mere novelty of seeing women’s hats displayed in 
a window alongside hardware is enough to stop many 
people, not to mention the normal drawing power of 
excellently trimmed windows. 


| 


| 
| 
| 
| 








Down in the Panhandle those of the hardware trade | 
who have learned of the success of this venture on the | 
part of the Sherrod store are saying: “Hats off to the | 


millinery department of the hardware establishment !”” 







This Is 
Something 


Good 


A real ice chopper, 
tool steel edge, tem- 
pered; not just a piece 
of steel on a handle or 
a piece of sheet steel. 


Show these and see 
what a fine seller they 
are. Sell them to your 
Park and School 


Depts. 
Write for our Catalogue. 


The L. & I. J. White Co., Inc. 
125 Columbia St. Buffalo, N. Y. 














Double Your 
Profits 


Make a single sale pay two profits 
. . sell a fine singing canary every 
time you sell a cage. Stock Henry ~ 
Bartels’ Genuine Hartz Mountain 
Canaries, imported direct by us 
and shipped direct to you .. . at- 
tract new customers ... pep up 
sales of other items. Hardware 
dealers everywhere find Canaries 

profit makers. 


Write for prices and helpful 
information 


HENRY BARTELS 


Leading Canary Importers 
206-208 Fulton Street New York City 
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The New Style 
DECORATIVE GUARD 
for U N 


Lawns, Flowerbeds, ees 


in attractive COLORS LAW N F E N pee a E 


In SECTIONS 
5 Sections 


no measuring 
no cutting in a handy bundle 


—it’s all done for you 








A cinch to assemble—and SELL 
only through Jobkbers 


no ‘Stee Imperial Metal Mfg. Corp., Long Island City, N. Y. 








The heavier sizes 
of Superior Hex- 
agonal Netting are 
being used exten- 
sively for residen- 
tial fencing and 
many other pur- 
poses. 

This product is 


ideal for this use 
because of its uni- Roofing Nails 


formly even mesh 
and perfectly Scratch Brush Wire 


straight selvage. 


G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. | ‘THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 


George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 











They buy it 


The NEW “YANKEE” ” os Betas 


Ratchet Brace No. 2100 


With the famous Yankee Ratchet. Works like a 
watch. Unbreakable, — Dust-proof, — Moisture-proof. 
New Chuck holds any bit (Round, Square or Taper 
Shank) accurately, and can’t loosen. Made and fin- 
ished like a precision tool. Never a brace like it. 


COUNTER DEMONSTRATOR 9 


This is furnished (free of charge) with every three 
braces, if specified on the order. Helps the user sell 
himself. Better phone or write your jobber at once. 


NORTH BROS. MFG. CO. 
PHILADELPHIA, PA. 





New “YANKEE” Double Packing 
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Now Is the Time 


“The early bird gets the worm” is 
an aged axiom, but one that is very 
true, especially when applied to the 
early display of seasonable hardware 
lines. 


T is well to feature 
seasonable _ hard- 
ware lines about a 
month or so before 
the actual demand 
starts. Such display 
arouses the interest of 
prospective customers 
and creates a desire 
of ownership. Thous- 
ands of hardware 
merchants have found 
by experience that the 
extra thought and at- 
tention given to keep- 
ing ahead of the 
demand is a big- 
paying proposi- 
tion. 
_ Right now is 
time to feature 
heating stoves and 
fireplace accessor- 
ies. With the first 
chilly morning of 
fall the necessity 
of preparing for 
the cold days to 
follow, with ade- 
quate heating fa- 
cilities is appar- 
ent to your pros- 
pects. They are 
then in a recep- 
tive mood for your “fall heating stove exhibition.” 
Arrange an attractive window of heating stoves of 
all descriptions, not forgetting stove supplies and _fire- 
place needs. Tie up your window display with a com- 
plete “showing” of your heating stove line on the sales 
floor. Don’t neglect your newspaper advertising, which 
should call attention to the fact that your heating stove 
line is ready for their inspection. 


Get an early start, keep up the stride and you will be 


surprised how far you will come out ahead in the race. 


Manufacturers and Jobbers Prepar- 
ing for Joint Atlantic City 


Convention 
(Continued from page 51) 
business session of the association will follow this dis- 
cussion, after which the election of officers will precede 
the adjournment. 

Programs are now being prepared for the joint conven- 
tion by Charles F, Rockwell, secretary-treasurer of the 
American Hardware Manufacturers’ Association, whose 
office is at 342 Madison Avenue, New York City, and 
George A. Fernley, secretary-treasurer of the National 
Hardware Association, with offices at 505 Arch Street, 
Philadelphia, Pa. 





Note Extra Strength of 
Oswego Stillson Construction 


“~ BEARING CONTACT 
i". FOR FRAME GIVES 
s) ADDED STRENGTH 
G \ 
Between yoke and jaws is where 
a pipe wrench should be built 
with all the bearing surface 
possible. 
Genuine OSWEGO Stillson 
Pipe Wrenches are. They 
show greater bearing sur- 
face than any other 
wrenches. OSWEGO con- 
struction gives % inch 
greater bar clearance— 
permits wider adjust- 


ment than any other 
y S 
What your customer ale: annie, ao ae 


get OUT of a wrench is bie mitted tome 
as important as what goes have the GRIP 
INTO it. OSWEGO without the SLIP. 
builds the entire wrench ex- 
actly RIGHT. 


The OSWEGO line includes: 
Expanders, Pipe Cutters, 
Punches and Vises of Quality. 


The Guarantee Tag 
on every genuine 
Oswego 


Send for Catalog and Discounts. 


The Oswego Tool Co. 


Established 1887 Incorporated 1893 
Oswego, N. Y. 











Hardware Jobbers! 


Here’s a real proposition for 
you—Exclusive Territory 


Columbia Tires will make new customers for you 
and bring back old ones—they’ll wear two years, 
if treated right. Also Hall and Apex Tires at 
still lower prices. Write at once. 


The Columbia Tire & Rubber Co. 


Mansfield, Ohio 





— 
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N° manufacturer has a right to ask a 
dealer to sell his product unless there 
are certain definite and exclusive reasons 
why it will be to the advantage of the dealer 
and his customers! 


Why should you sell the Fairbanks All-metal 

Portable Platform Scale? There are many 
reasons. The most important are: 

1. This scale is made entirely of metal. There 

is no part of it that can warp or crack under 


the assault of sun and weather. The work- 
ing parts are “Parkerized”—rustproofed! 












2. This scale sells at a lower price than similar 
scales of partly wooden construction. It is a 
better value at a lower price. Hence you can 
sell more of them—make a bigger profit. 






3. It is made by an old, established manufac- 
turer. It bears a name your customers respect. 






4. Its manufacturer is backing your sales effort 
by a consistent adver- 
tising campaign in 
national farm jour- 
nals. 





















Are you ready for our 
dealer proposition? Just 
send us your name and 





















address. $ 15 
FAIRB d "16" ca- 
MORSE & CO. pacity scale cash, 

Chicago 





4nd 40 principal cities—a service 
station at each house 


$1 8-90 


for 1000 Ib. 
ty scale 












Fairbanks 
Scales 


Preferred the World Over 











8A 202.30 
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Yeatman’s Policies 
Win Success in the Capital 


Hardware merchant in the District of 
Columbia has built up a large retail busi- 
ness through wide awake merchandising 
policies and active participation in com- 
munity plans and projects. 


HROUGH active participation 

in community plans and projects. 
and following wide-awake merchan- 
dising policies, George M. Yeatman 
has been increasingly successful in 
the conduct of Yeatman’s Variety 
Store at 426 Seventh Street, South- 
west, Washington, D. C. 

In 1913 he gave up the tinsmithing 
business and with $450 capital bought 
a small hardware business on the site 
of his present store. Believing that 
if he showed an interest in his community his community 
ought to show an interest in him, Mr. Yeatman went int« 
active community work. He organized and was first 
president of the Southwest Citizens Association, an or- 
ganization of residents, professional and business men i1 
the Southwest section of Washington. He also or- 
ganized the local Business Men’s Association, which has 
done much work for civic improvement. Mr. Yeatman 
is also a member of the board of directors of the Amer: 
can Security & Trust Co. of Washington. 

The Southwest section of the Nation’s capital did 
not forget this man, who had been for so many years 
active in its behalf. Business increased, and he has been 
forced to enlarge his store five times in fifteen years. At 
the present time his business occupies two floors, eact 
28 by 75 feet, and with an investment in stdck and ac 
counts amounting to more than $50,000. Merchan 
dising is a study to this hardware man. He takes an 
active interest in present-day merchandising, and while 
it is not possible to relate all his experiences through 
the past fifeen years, his views on this and kindred 
subjects are very interesting, as shown by excerpts from 
a recent letter: “I always cater to the housewife as she 
is the real buyer—Every other week I change my show 
windows and wash the outside of the windows each 
week—I keep an eye on my shelves, seeing that they are 
at all times free from dust and disorder—Once a month 
I have a sale, featuring merchandise from my house 
furnishing department. Since these articles are in the 
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rear of the store, customers must pass by tools, paints, 
builders’ hardware and cutlery, which increases the sale 
of these products without lowering their standard price 
—I believe in plenty of light—Employees must never 
argue with a customer; if they do, they are fired.” 
Continuing his letter, he writes: “I always try to have 
my delivery truck clean as well as attractively lettered 
and painted with the store name and address. The 
outside of the store is painted once a year to give it a 
fresh and clean appearance. Community newspaper ad- 
vertising brings better results than the large city dailies.” 
Mr. Yeatman’s sketch of the real, modern business man 
is of especial interest. He says that this man “has a 
smile for all, is not afraid to work, who mixes with as 
many people as possible and shows an interest in his 
community. He also pays more attention to his own 
business than to his customer’s. He has time to treat 
traveling salesmen as gentlemen, and knows when, how 
and where to buy. He reads his trade papers and keeps 
posted on market conditions. He sticks to one jobber, 
establishes good credit and makes his word his bond.” 
The Yeatman Variety Store carries a complete line 
of hardware, including paints, oils, glass, tools, fur- 
nishings and sporting goods; the latter merchandise is 
handled by Mr. Yeatman’s son, Clarence M. Yeatman. 
Aggressively carrying on his community activities 
helps Mr. Yeatman to constantly improve his business, 
which while not ranked as “one of the greatest in the 
East,” has secured the good-will of the community. 
Through the earnest efforts of the owner to affiliate and 
associate himself in projects and problems of his neigh- 
bors, he is able to sell them his merchandise and himself. 


A Letter from England 


A letter that will be of interest to American hardware 
men has been received by HARDWARE Ace. It follows: 

I enjoy looking through the Harpware AGE each 
week, as it keeps one in touch with places and men with 
whom I spent a very pleasant and instructive time, and it 
is all helping toward the great idea of Anglo American 
friendship. 

It is most interesting to read of your country where 
things are very different in one respect, to one’s own, 
and that is the shortness of money here compared with 
you. It is a predominant feature of English commercial 
life today. 

People here who are dependent on dividends have had 
very little and in the cases of some of the heavy indus- 
tries for some years there has been none at all, while 
the wage-earner has constantly been up against short 
time. 

Perhaps this will explain why some people whose 
only knowledge of American life is that depicted in 
movies and papers say that America has too much money. 
I wonder if you realize that we have large areas, in the 
coal fields especially, where the whole community is de- 
pendent on state aid. 

Things are getting better but until we can get rid of 
these sores trade is not going to be at all good. 

One hopes this will teach the future generation not to 
be such asses as to get mixed up in another war. 

With kindest regards and every good wish for the 


coming year, I am, 
Yours truly, 
(Signed) J. J. LEAvER, 
Weston-Super-Mare, 
England. 









































Details That Count 


in Lawn Mower Construction 


Ball Bearings 


The Automatic Line of Blair Lawn Mowers is 
characterized by light weight and exceptional 
quality. A woman or child can use one with 
ease. 


For Fafnir Ball Bearings provide an advantage 
not previously applied to lawn mowers. The 
races are ground and curved to fit the balls. As 
a result, friction and wear are practically elimi- 
nated and the machine is easy to push. 


AUTOMATIC—STYLE 11-5 
Fafnir Ball Bearings 
Eleven Inch Wheels 
Sheffield Steel Stationary Knife 
Five Drawcut Blades 
Dust Proof Oil Cups 


AUTOMATIC—STYLE r0-4 
Fafnir Ball Bearings 
Ten Inch Wheels 
Four Draweut Blades 
Dust Proof Oil Cups 


The complete line of Blair Drawcut Lawn 
Mowers is described and illustrated in colors 
in a catalog which marks the Fiftieth Anni- 
versary of the Blair Manufacturing Company. 
Let us send a copy and give you the name of 
our nearest jobber. 


Blair Manufacturing Co. 
Established 1879 


Springfield, Mass. 


BLAIR 


LAWN MOWERS 
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Noa 3 and 40 Double Acting Floor Check 


QS 


Ne. 38 Door Stay and Holder 
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4450 Carroll Ave. 
Chicago, Hl. 
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To name buildings in 
which one or more 
articles of Rixson 
Hardware is used 
throughout, it seems 
Rixson is everywhere. 
When looking from 
a tower window in 
practically any big 
city we could point 
out, “That one, that, 
that and that”—and 
so on in rather an 
impressive way. 


Yet Rixson Hardware 
is not literally every- 
where. You simply 
find the well-known 
trademark oftener 
than most and where 
you find it you dis- 
cover one installation 
has begotten compan- 
ion installations all 
’round it. This is evi- 
dence that “Rixson” 
carries a sense of stand- 
ard reliability which 
makes its choice unhesi- 
tating. For this reason 
hardware dealers con- 
sider it easy to sell and, 
by gathering momentum, 
easier to keep selling. 


Rixson Hardware items 
are “Specialties” in the 
sense that each is spe- 
cially designed to give 
extra service, or provide 
unusual _ convenience. 
Many of them are as 
widely used ir residences 
as in large buildings. 


The Rixson Catalog gives 
complete information. 
Write for it if you do not 
have one on hand 


THE OSCAR C. RIXSON CO. 


101 Park Ave. 
New York City 
































Builders’ Hardware 





Variegated Colors Give Added Im- 
petus to Kitchen Furnishings 


UR eyes are naturally attracted by bright, lively 

colors, and now that hardware manufacturers are 
offering many items, especially kitchen articles in color, 
the dealer who is prepared to meet the demand should 
receive ample returns for his foresight. 

Housewives everywhere are seeking to eliminate the 
drab atmosphere of the old time kitchen. Women are 
purchasing paints in huge quantities, prompted by the 
desire to make their kitchens and homes as bright and 
cheery as possible. _As a general rule, once a housewife 
has become enthused over the use of color she will “go 
the limit” to carry out her individual color scheme. If 
she has started with painting the kitchen table and 
chairs in colors of red and white, she is anxious to have 
other kitchen furnishings of corresponding colors, in 
order to keep her color scheme intact and harmonious. 

A housewife with the “color-itis” will pay 15 cents 
for a paring knife with a red handle, where the same 
knife with a black handle priced at 10 cents would not 
be favored with a second glance. 

Can openers, paring knives, strainers and numerous 
other items are now being offered with assorted colored 
handles. When a housewife has chosen the desired color 
of such an item, it would not be amiss to suggest other 
kitchen articles of like color. Attention could be called 
to your red and white checkered shelf oilcloth or a red 
enameled bread box, etc. . 

Articles of the same color can be grouped together in 
window displays or on display tables to advantage. On 
account of their appeal such articles offer good oppor- 
tunities for display. The added note of live color will 
do much to brighten a dull window display. 

Capitalize on the vogue for color. Stock colors, show 
colors, talk colors, advertise colors and you will be 
pleased with the results. 


The Original Uncle Sam 


The original of the always caricatured Uncle Sam 

was born in Mason, New Hampshire, in 1768, and moved 
to Troy, N. Y., in 1793. Though the caricature signify- 
ing the United States is one of the best known the 
world over, his grave does not even bear an American 
Flag. 
During the second war with Great Britain, Samuel 
Wilson was employed in a general store which was con- 
verted into a government supply headquarters. Wilson 
became a Quartermaster and one of his duties was to 
examine and mark all packages for government use. 
Marked on the wrappings there appeared “E. A.—U. S.” 
meaning Elbert Anderson his employer who was still 
in charge of the store and United States. He became 
known to all Troy as Uncle Sam, and some wag began 
to caricature him with the result that he has become 
the Uncle Sam familiar to all the world. 


Did you know that Alaska is one-fifth as large as the 
whole United States, grows strawberries, blueberries and 
raspberries and that in addition to income from gold 
and copper mining the fisheries produce $50,000,000 a 
year? Incidentally, William H. Seward, Secretary of 
State, got the raspberry because he paid Russia $7,- 
200,000 for the whole works in 1868.—Slices. 














